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Sr IS WITH PLEASURE THAT WE 







TAKE THIS OPPORTUNITY TO 
EXTEND TO ALL OUR FRIENDS 
IN THE HARDWARE TRADE 
OUR BEST WISHES FOR A 


Merry Christmas and 
Prosperous New Year 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN. 
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OF ADVANCING AGRICULTURE 


Topay—the need for fence was never greater. Agriculture is again advancing—steadily— 
with millions of extra dollars to spend. Division lines must be established—old ones repaired. 
Crop and livestock control are of major importance in future planning. The first need is fence 
—the best fence obtainable. American Fence has been a household word on the American 
Farm for thirty-five years. Reasons for this preference include: Medium Hard Wire for 
strength—a smooth, uniform coat of galvanizing to resist rust—deep weather crimping to 
permit expansion and contraction—full gauge and exact number of stay wires—full length 
rolls—and a guarantee that assures a service to equal or outlast any other field fence made. 














AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Baltimore soesiouny or omen Ug) svar rex conousron And All Principal Cities 


Pacific Coast Distributors: Columbia Steel Company, San Francisco 
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we you buying 


Tw mony types of shovels? 








shovel reduces inventory 
»+... increases turnover! 


**Plain-Backs”’ are Resilient: Wood’s New 
CLOSED BACK has the springiness of the 
strap shovel and will stand even greater distor- 
tion, without visible, permanent “‘set.” No strap 
welds to pull loose. 


**Hollow-Backs”’ are Light: So is Wood’s 
New CLOSED BACK,* but the objectionable 


open space has been cleverly eliminated. 


**Solid-Shanks’”’? are Strong: Wood’s New 
CLOSED BACKS are stronger without being 
rigid. Also they have the hang or balance of the 
plain back shovel. 


Why have your floors glutted with three lines 
of shovels, when one line will do the job and do 


it BETTER! 


*The CLOSED BACK averages about 4 
pounds in all grades and types of size 2 shovels. 
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Caution: This type of shovel was originated by The 
Wood Shovel and Tool Company and is made on 
special machinery developed over a period of time. 
Patents have been applied for on both the shovel and 
the process. Ordinary welding processes will not pro- 
duce a shovel with the strength of the genuine WOOD’S 
CLOSED BACK. Write today for the booklet which 
fully illustrates and describes WOOD’S CLOSED 
BACK shovel. Address, The Wood Shovel and Tool 
Company, Piqua, Ohio. 5 


OOD'S 
hovels. spades - scoops 


In these famous grades . . .“‘Moly’’ (Mo-lyb-den-um) 
- **Big Fist’? ... Wood... Stuart... Piqua 


5 

















CNIVERSAD 
FOOD CHOPPER | 
AI ssBest 


(Since 1898) 





















































This Four Color Display Piece to hold an 
actual Chopper sent you without charge 
when you order three or more UNIVERSAL 
Food Choppers, the Original, Still Best and 
Fastest Selling. . 











BUY THROUGH YOUR JOBBER 


LANDERS, FRARY & CLARK — NEW BRITAIN, CONN. 
O= 7 {2 
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MR. JOBBER! 


By 
E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


AN IMPORTANT JOBBER, who had recently taken on the Clover Color- 


Stripe line of Coated Abrasives, wrote me a personal letter, from which I 
quote: 


[Nar “I can assure you with all sincerity that it was a 





CEE! TM GLAD \= 
TO SEE YOU Veg 





real pleasure to place the order with your firm. It 
is not a courtesy order; we have, as you know, had 
a very good contact on abrasive papers, but we 
\) believe that your product, aside from the quality, 
carries tremendous good-will and popularity, and 
we expect to do a nice business with it.”’ 


Please note his statement that, while high quality is to be found in our 
goods, there is also an element which cannot be ignored — Dealer- 
Acceptance. 


Please don’t consider it bragging when I state that dealers, very gen- 
erally, everywhere would rather handle Clover products — on an equal price- 
basis. It’s an exact statement of fact—easily demonstrated. As for the con- 
sumer, he is not “brand conscious’””—what he wants is quality at the right price. 
He can get just that in Clover products. 


Have you, Mr. Jobber, considered the great supplemental advantage 
you would gain through stocking Clover products—Dealer-Appeal? It would 
help in all your relations with the dealer! 


Our products are as good as the best—prices 
always right—plus enthusiastic Dealer-Acceptance, 
rarely to be found. Think it over! 





E. B. GALLAHER: 
| Clover Mfg. Co., Norwalk, Conn. 
} You may send me, without obligation, samples of: 
| 











CLOVER MANUFACTURING COMPANY 
NORWALK, CONN., U.S.A. 


Green-Stripe Sandpaper. 
Red-Stripe Turkish Emery Cloth—for polishing. 


Yellow-Stripe Aluminous Oxide Cloth—for cut- 
ting hard metals. The universal shop abrasive. 



































SANDPAPERS Orange-Stripe Garnet Paper—for wood-working. 
Orange-Stripe Garnet Cloth. 
METAL-CUTTING PAPERS AND CLOTHS | Clover Grease-Mized Grinding Compound. 
WOOD-WORKING PAPERS AND CLOTHS | Clover Water-Mixed Valve-Grinding Compound. 
| Name 
CLOVER GRINDING AND LAPPING COMPOUNDS | fees 





Character of Business 
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MYERS Rolling - Motion 
Cog - Gear- Pumps 










Whenever a Myers dealer has a customer for a pump he 
has no hesitancy in selling him a Myers. Easy operating, 
full even flow. large capacity, care free and durable, he 
knows that customer satisfaction will be permanent, and 
besides, his own profits are worth while. 


Take the matter of styles and sizes, the Myers Line is com- 
plete. Single and Double Acting Well and Cistern Pumps, 
House Pumps, Pump Stands and Low Down Pumps. All 
with the Easy Operating Rolling Motion Cog Gear that 
actually saves 33 1/3% of the pumping labor. 


PATENTED 


If you are not selling this quality line, the line that in- 
variably proves a pump sales stimulator, why not inves- 
tigate it atonce? Write or wire us. 


THE F. E. MYERS & BRO. CO., Ashland, Ohio 


PATENTED 
COG GEAR 


VVVY\ 


rearenee: | SRS RALOR, 
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Tak Hat—3 
© The i. 
MYERS 


PUMPS: WATER SYSTEMS -HAY TOOLS -DOOR HANGERS 




















8 HARDWARE AGE 

















com- 
mps, 


that 


t in- 
\ves- 


hio 








4 
' 
‘ 
4 
a 
a 
4 
' 
' 
4 
x 
4 
1‘ 
' 
4 
’ 
‘ 
a 
i] 
‘ 
‘ 
a 
3 
* 
i 
i 
® 
' 
t 
| 


Business Mens 


PROSPERITY 
SURVEY 


ERE'S a chance to give voice to your own ideas as to which national policies 
you believe most likely to speed recovery in your line of business. 


BALLOTS like this are being published this month in many business papers 
affiliated with The Associated Business Papers, Inc.—reaching virtually all 
key men in every line of industry, trade and profession throughout the nation. 


USINESS men, nationally, may appreciate an opportunity to express their 

convictions to a strictly non-partisan and impartial body—with the assurance 
that by so doing, business views will be presented effectively to the political, 
banking, industrial, business and labor leaders of the country. 


UESTIONS on the economic ballot below are prefaced with "In your line of 

business" to make possible an industry by industry study as well as a con- 
sensus of business opinion in all fields of industry—so let our industry be well 
represented in the responses. 


Check your convictions, sign, clip and mail this ballot. 


1. As regards the possibility of Congress adopting a universal thirty-hour work week, do you favor such 

legislation? Yes ( ) No ( ); and if so on the basis of [ ) continuation of existing weekly wages, or 
) continuation of existing hourly rates of pay. 

2. In your line of business are you satisfied with enforcement of maximum hours and minimum wage 

provisions now in effect? Yes(}) No( }) 

3. In your line of business is there obtainable ample working capital—from banks? Yes( ) No ( ); from 

government agencies? Yes () No ( }) . 

4..In your line of business is there obtainable ample investment capital—from banks? Yes () No ( }: 

from government agencies? Yes (} No ( ) 

5. In your line of business do you favor limitation of industrial output—by government control? Yes ( } 

No ( ); by industry control? Yes (} No ( ) 


6. In your line of business do you favor a plan for control of prices—by a code provision establishing 


price fixing? Yes() No( ); by a code provision establishing an open price plan? Yes() No( ) 

7. In your line of business do you think that government measures now in effect are helping small and 
medium sized enterprises? Yes () No ( ); hurting such enterprises? Yes (} No ( ) 
ee a sees Please return this ballot to 


The Associated Business Papers, Inc. 
330 West 42nd St., 
SI oy, Seis a phe Fe ecetaeas nar eae aes New York, N. Y. 
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SIMPLIFY Your STOCK TAKING 


10 



























































we of sheets 93% by 12 inches 


3. writing area 8% x 11% 
inches. Sheets printed on both sides, 
with 28 entry lines on each side. 
Price—$1 for 200 sheets (400 pages) 





WITH THIS 


NEW AND CONDENSED 
HARDWARE AGE INVENTORY Form , 


asked 1000 leading retail hardware 
merchants to help us design this new 
HARDWARE AGE INVENTORY REC- 
ORD SHEET. Here is the result, a new sheet, 
a new size, a new form and a NEW LOW 
PRICE—$1 for 200 sheets. As these are 
printed on both sides, this means $1 for 400 
pages of inventory record sheets. Each page 
takes 28 items, one to a line. Your dollar in- 
vestment provides inventory entry space for 
11,200 items. 


In the past thousands of retail hardware 
merchants and wholesalers have used millions 


/ 


of the HARDWARE AGE INVENTORY 
SHEETS, because they were simple, con- 
venient and handy to use. The new form of 
sheet is even more simple, more convenient and 
easier to use. Our entire effort was directed 
toward making annual hardware inventories an 
easier job. 


The new HARDWARE AGE INVENTORY 
SHEETS will fit the standard HARDWARE 
AGE INVENTORY BINDER used by thou- 
sands of dealers. Send your dollar with your 
order for 200 of new inventory sheets to 


HARDWARE AGE 


239 West 39th Street 


New York City 


HARDWARE AGE 





BROTHER, CAN YOU SPARE A DIME? 


@ Pity the poor paint brush...once so spry and supple, now stiff-kneed, 
crippled, useless! But why waste time pitying him when a thin little dime can 
restore him to life and vigor...can make him a useful citizen once more? 


That, gentlemen, is the “salvation story“ Savabrush is singing into the ears of 
all America through national advertising! 


No matter how hard or hopeless the “case” may look...:no matter how 
caked-up with paint, varnish, shellac or enamel ...a magic bath of Savabrush 
brings instant relief and speedy cure. It sends new life coursing through the 

“patient's” bristles... routs his “rheumatiz”... cleans him right down to the 


heel...makes the bristles soft, pliable, good-as-new over night! 


Hence this simple “medicine man” prescription: put our 10c Savabrush 
self-seller to work on your counter and watch the dimes come rolling in! 
Your jobber can supply you! Schalk Chemical Co., Los Angeles and Chicago. 


VABRUSH] 


Kestores old bint Brushes 
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HINGES 


Fashioned of Wrought Steel—Wrought 
Brass and Wrought Bronze, Dependable 
Hinges by McKinney lead the field in 
durability and in appearance. There’s 
always a demand for quality. 


GARAGE HARDWARE 


Dependable—durable Garage Hardware 
by McKinney includes the popular 
Garage Sets “Around the Corner”— 
“Under the Header” — “Sliding and 
Folding” —“Swinging Door”—and a 
“Sectional Overhead Door.” 


FORGED IRON 


Authentic reproductions in eight pat- 
terns of dependable Forged Iron by 
McKinney are available for interior as 
well as exterior trim—from the fittings 
on the kitchen cabinet to the complete 
trim on the front door. 


MISCELLANEOUS ITEMS 


Even in the general utility line of Screen 
Door Sets—Shelf Brackets, Hasps, Cor- 
ner Irons and Mending Plates — Sash 
Locks and Lifts—Thumb Latches, Pulls, 
and Handles the name “McKinney” 
stands as a symbol of quality for those 
who buy and build for permanence. 


McKINNEY MFG. CO. 


General Offices and Factory 


PITTSBURGH PA. 
District Offices 
New York Chicago San Francisco 





BURRO BRAND ‘4 
“There is no substitute Philadelphia. 
for Gottschalk Quality” 
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METAL SPONGE 


The original sanitary metal scouring de- 
vice, is still the leader in the field. Now 
nationally advertised to over seven million 
families regularly through Good House- 
keeping Magazine, Woman’s Home Com- 
panion, Sunset Magazine and numerous 
other publications. Wide-awake dealers 
everywhere will find it profitable to feature 
and display this item along with other 
numbers of the Gottschalk line . . . namely, 
The Bronze Ball, Kitchen Jewel and 
Hand-L-Mop. 


The special bronze alloy employed to 
manufacture these scouring devices 
produces that golden, clean appear- 
ance which appeals to every house- 
$ wife. Order today from your job- 
ber or write direct on your firm’s 
stationery for sample and price list. 
Metal Sponge Sales Corporation, 
Lehigh Avenue and Mascher Street, 








Gottschalk's 


METAL SPONGE 
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Something New g 








LePage’s “Grab-Bag 





You'll want some of these “noiseless” sales suggesters in all the heavy traffic 
sections in your store. The “Grab-Bag” is a heavy board open display basket 
with six different ten cent items that challenge your customers to drop their dimes 
—or several of them. With a total of three dozen items or 36 ten cent sales, 
you'll have to refill every few days. The display is packed with the goods and 


comes to you in one unit. It consists of 


10 Le Page’s Gripspreader Mucilage 6 Signet Ink “Cubes” 
6 Le Page’s Tubes Big Boy Paste 6 Bottles Chase’s Glue 
6 Le Page’s Waterproof Cement 2 Le Page’s Waterproof Glue 


The idea is tested and “clicks” with all kinds of retail stores at $2.25 each. 


Ask your jobber for Le Page’s “Grab-Bag”’ 


RUSSIA CEMENT CoO. {ahermories GLOUCESTER, MASS. 


and Factory 























yrecenenessenesbestsianexaaertant 
“Merry Christmas! "—They'll “Say It With 
SKATES”— 


As each Christmas season rolls 
around more and more people are 
saying “Merry Christmas” with 
SKATES. Why not make your show 





i le we Ci Skate 
windows and counters breathe the _ a a 


i cen : Christmas spirit with the popular 

; selling UNION HARDWARE Ice Skates? They make ideal holiday gifts, 
bring lasting happiness to skaters and return worthwhile profits to dealers. 
Our new line embodies models to suit all classes of skaters at prices to fit 
the pocketbooks of all customers. 
Special attention is called to our New Tubular Clamp Skate, No. 1560. It 
combines the lightness of the tubular skate with the familiar clamp feature 
which has been standard for a long time. Made in Satin Nickel Finish, also 
Pathfinder Bright Nickel Finish. Sizes: 814 to 12. 


No. A2L Hockey 

For Ladies and Girls Ask Your Jobber 
Our wish to the trade is A SMts eas To Supply You 
“Merry Christmas!” WIV 





Reg. U. S. Pat. Off. 
Established 1854 


TORRINGTON, CONN. 


New York Office: 151 Chambers St. Cr 
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$100 Cashs 





Tying in with the increasingly popular hobby of 
homeworkshops and homecraftsmanship and with the 
National Homeworkshop Guild’s Contest Hardware 
Age will conduct a window display contest devoted to 


Homeworkshop Tools and 
Equipment,Handicrafts,or Both 








Not only do you stand to win a prize, but you will increase your sales of homework- 
shop equipment and establish your store as headquarters for quality tools. ..... . 


Seven Cash Awards as Follows: 


First Prize $35, Second Prize $25, Third Prize $15, 
Fourth Prize $10, Next Ghree Prizes $5 Each 


Any window pictures not winning a prize, but suitable for 
publication will be purchased at $3 each. 


RULES OF CONTEST 


All window pictures submitted become the property of 
HarpwareE AcE and cannot be returned. 

Windows may be put in any time, but contest photos must 
be in Harpware AcE editorial offices not later than Feb. 1, 
1935, to compete. 

There are no entry fees. In case of a tie, each contestant 
will receive the full amount of the award. 

The editorial staff of Harpware AcE are the sole judges 
and their decision will be final. 

Window displays must have appeared in a bona fide retail 
hardware store. 

Pictures should have the name of the window trimmer, store 
and address on the back. 

Glossy prints, 8 x 10, preferred, but all photos will be con- 
sidered on the merits of the display and not on photography. 

Contestants may submit as many photos as they wish. 

Pictures should be accompanied by a brief statement of the 
sales success the firm has had with tools and equipment ap- 
pealing to the homeworkshop hobbyist. 


Displays submitted for this contest may include: hand 
or power tools of any make; or articles made by local 
homeworkshop craftsmen or a combination of both. 

This contest is intended to stimulate the sale of all 
tools and related homeworkshop equipment through the 
retail hardware trade and is not restricted to the display 
of the products of any manufacturer or group of manu- 
facturers. 


A SUGGESTION 


While the merits of the display will be the factor in 
deciding the winners, contestants will find that profes- 
sional photographs, taken by time exposure at night, will 
show up the merchandise and display to better advantage 
than is possible by daytime pictures by amateurs. This 
is because night pictures eliminate the daytime reflec- 
tions from across the street. This suggestion is made to 
prevent discouraging results that do not do the displays 
justice. 


Mail all photos FLAT to the following address: 


CONTEST EDITOR HARDWARE AGE 


239 WEST 39th ST, NEW YORK, N. Y. 
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Exrropep Metat PADLOCKS 


The trustworthy protection af- 

forded by the Corbin Extruded 

Metal Padlock perfectly meets 

the requirements 

where the great- 

est security is 

desirable. The 

Corbin Extruded 

Metal Padlock is 

made from a 

solid block of ex- 

truded brass, machined out to 

receive the fine Corbin Pin 

Tumbler mechanism, assuring 

continuous smooth operation under all kinds of 
. weather conditions, protection and long life. 


CORBIN CABINET LOCK CO. 


The American Hardware Corp 


NEW BRITAIN, CONN., U.S. A. 
NEW YORK CHICAGO PHILADELPHIA 
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Makes 
Constant 
Sales 


Hardware Dealers 
who are showing this 
new, colorful and at- 
tractive all-metal 


REVOLVING DISPLAY CABINET 


Containing 72 Packets of 


Moore Push-Pins 


Aluminum and Glass heads 
and 


Moore Push-less Hangers 


are now buying refills in large quantities. 


You can have these extra profits too. No 
charge for the Cabinet. Simply order the 
assortment from your Jobber 


MOORE PUSH-PIN CO. 


113-125 Berkley St. Philadelphia, Pa. 




















LOSE 


be, Ta 
..e HAVE YOU HEARD ¢he one 
about the traveling salesman? 


He wentto bed atthe William 
Penn and slept twenty years! 
Well, maybe that is a little 
exaggerated. But anyway, 
the beds at Pittsburgh’s 
number one hotel are so 
comfortable you don’t ever 
want to get up. The food in 
the four famous restaurants 
is equally exceptional, and 
the prices reasonable. Quiet, 
well-furnished rooms, $3.50 
single; $5.00 double, all 
with bath. 





1600 ROOMS . 1600 BATHS 


HOTEL WILLIAM PENN 


PITTSBURGH, PENNA. 











DON’T MAKE A LAWN MOWER 


DECISION UNTIL YOU 
What 


THe RUGG-ED LINE OF QUAL- 
RUGG 


ITY LAWN MOWERS is a 
Offers ! 


precision built line on which beth 
dealer and jobber can build a 
profitable business during the 
coming season. 


Test a RUGG MOWER. Use it 


Abuse it. Note its harmonious NTEE 
color scheme. Its easy running, r 

smooth cutting qualities. Con- GUARA 

vince yourself that this mower sells Designed with greatest 
ON SIGHT. Write today for care, constructed of fin- 
details. est materials, every 


RUGG Lawn Mower is 
@ quality machine. 
Rigid inspection covers 
each step of manufac- 
ture and materials and 
workmanship are uncon- 
( ditionally guaranteed 
against all defects on a 
make-good basis. 


THE E. T. RUGG CO. 


Manufacturers of Cordage Since 1883 


Newark, Ohio 
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SELLS GENERAL ELECTRIC MAZDA LAMPS 





DO THESE 3 THINGS AND YOU WILL 
SELL MORE LAMPS 


1. Put in the General Electric MAZDA lamp display every 
time you receive it. 


2. Take our current_ magazine advertisement and build a 
massed display of General Electric MAZDA lamps around it. 


3. Ask people to buy. Every home needs more and higher 
wattage lamps. 














Your customers look for this MARK 


GENERAL @ ELECTRIC 
MAZDA LAMPS 





How many people pass your store? 


How can you bring more of these people into 
your store? 


The second question is more important than 
the first. 


And here is one answer to it: 


You can bring more people into your store by 
displaying General Electric MAZDA lamps in 
your window. 


For 3 out of 5 lamps sold today are of 
General Electric manufacture. People look 
for the store that sells them. The reasons? 
General Electric MAZDA lamp quality— 
which means “Good Light at Low Cost”— 
and General Electric MAZDA lamp advertising. 


300,000,000 General Electric messages of 
“Good Light at Low Cost” will appear in 
1934. This advertising will reach 4 out of 5 
homes in your neighborhood. Sign your name 
to it by taking the three simple steps mentioned 
in this advertisement. General Electric 
Company, Nela Park, Cleveland, Ohio, 
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The Hardware Dealers Magazine 
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CHARLES J. HEALE, Editor 
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ITKINS 


CROSS CUT SAWS 
When You Sell An Atkins Brand 


Cross Cut Saw: 


® You sell smooth, easy cutting with no chance of 
clogging or binding. 





@ You sell the handiwork of craftsmen— 
scientific tooth design—the finest saw 
steel for the money, according to grade. 


@ You sell YOUR STORE as the head- 
quarters for all quality hardware. 


ATKINS CROSS CUT SAW NO. 331 


This is the original diamond point Tuttle 
tooth cross cut saw! It is the accepted 
dard for di priced saws, and the 
best known general utility saw in the world! 
Made of Atkins high grade Special Steel. 
Ground 14 x 18 gauge, thin back. (No. 330 
is 14 x 16 ga.; No. 332 is 14 x 19 ga.; No. 
332% is 14 x 20 ga., all thin back.) Fur- 
nished in all lengths from 4 te 8 feet. 


@ And you make a fair profit on 
every sale. 





Also SILVER STEEL One and 
two-man cross cut saws and 
handles; hand saws, circular 
saws, pruning saws and 
shears, small saws; trow- 
els; hacksaw blades and 


frames; saw tools and 
files—by ATKINS. 








VICTOR CROSS CUT SAW NO. 225 


A straight back saw made of Electric Alloy steel. 
Uniform temper; tough, but not brittle. Ground 
14x 19x 16 gauge. Other Victor patterns are Nos. 
224, 226 and 228, all “Segment Ground” saws. 
Good for farmers or timber men. Made in 5, 5% 
Order from your and 6-foot lengths. 


jobber. If he can- 
not supply you, 
write to us. 





NO. 390 ONE-MAN CROSS CUT SAW 


Taper ground. Tuttle tooth pattern. 16 x 18 gauge 
up to 4 feet; 15 x 17 gauge from 4 feet up. Easy 
grip handle of seasoned beech. Comes in lengths of 
2% to 5% feet. 





The sign of a good saw 


'E.C. ATKINS AND COMPANY 


Home Office and Factory, 410 So. Illinois St., Indianapolis, Ind. 


—BRANCHES— 
Atlanta, Ga. New York, N. Y. Portland, Ore. 
Chicago, Ill. New Orleans, La. Seattle, Wash. 
Memphis, Tenn. Klamath Falls, Ore. Paris, France 


San Francisco, Calif. 
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Heap on more wood!—the wind ts chr; 
Hut, let it whistle as tt will, 
We'll keep our Christmas merry still. 


—Sir Walter Scott in Marmion 
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Homeworkshop 
Most Profitable 
Department 
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Pierce Hardware Co., Taunton, Mass., 


enthusiastic about the success of 






rapidly growing tool demand 
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Mass., with a population of 
approximately 38,000 persons, 
the Pierce Hardware Co. has found 
a veritable gold mine in its home | 
workshop department. Looking | 
back over the past two or three years, 
Bion L. Pierce, treasurer and general | 
manager, finds this the most profita- | 
( 


| OCATED in the City of Taunton, 


ble department. 

“The basis for the business is 
found,” Mr. Pierce explains, “in the 
depressed times. Men who are out 
of work must do something and 
many of them have found relaxation ' 
in a home workshop. Many men 
who had saved money were in a po- 
sition to spend a few hundred dollars } 
on equipment and supplies in devel- 
oping this hobby. On the other , 
hand, considering those who have 
been unemployed with no money to 
buy, we have found this class also 
good for this business because these 
fellows saw in the field a chance to 
cut out wooden novelties and toys 
which they have painted up and sold, 
netting themselves a good profit. We 
have one customer who has spent , 
about one thousand dollars in this 
department during the past two 
years. He has sold enough of his 
wooden novelties to pay for the 
B. Lichtenstein, New York City; B. Stern, display man equipment and to earn his living. 
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This display by T. J. Poitras, display and advertising manager for Morley Bros., Saginaw, Mich. Mr. Poitras 
is one of the organizers of the Saginaw Homecraft Club. 


We have many customers who have 
bought in the hundreds of dollars’ 
worth of equipment as a means of 
earning money. 

“In a few cases where a fellow has 
sought to earn a living this way, but 
has been unable to pay outright for 
the stock, we have sold him what he 
wanted and allowed him to pay as 
he earned. Results from this method 
have been unusually gratifying be- 
cause payments have been made 
promptly and pleasantly.” 

The department has received no 
newspaper advertising, but it has a 
very prominent display position in 
the store. It is located close to the 
main entrance where people entering 
the store have to pass it. The dis- 
play takes up one large department 
with names of products and their 
prices clearly marked. 

Various items have been featured 
in the window display which Mr. 
Pierce has found to be a profitable 
advertising medium. The Pierce 
store has an A-1 location on Taun- 
ton’s main street where there is con- 
siderable of both vehicle and passen- 
ger traffic which makes these win- 
dows especially valuable. 

“A good interior display and fre- 
quent window displays help a great 
deal, but it is also important that the 
salesman in charge use tactful selling 
methods. We try to arouse an in- 
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terest in making wooden novelties 
before we try to sell the equipment. 
We tell our prospects of those who 
have bought workshop tools and 
have kept their heads above water 
with the money they have earned. 
We carry a quality line of stock and 
we cash in on this by guaranteeing 
the equipment—telling the prospect 
that the products will last indefi- 
nitely with good care.” 


Thus, Pierce’s features such items 
as jig saws, wood turning equipment, 
machinery for operating various 
abrasives and such. These sales all 
lead to follow-up sales for abrasives, 
wheels, files, hammers, and numer- 
ous small tools. These sales lead 
also to paint sales for these fellows 
try to paint their novelties with at- 
tractive colors as one of their great- 
est aids in selling. 


PIERCE 
HARDWARE 


COMPANY 
TAUNTON 





Consistent window and store displays are essential to successful tool selling. 
This window is one of the many used by the Pierce Hardware Co., Taunton, 


Mass. 
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ke insurance com- 
panies have “tight- 
ened up.” They have or- 
dered their adjusters to 
enforce in every case the 
technicalities printed on 
the policy. 

This article tells in a 
powerful way why you 
should read and un- 
derstand your policy 


BEFORE THE FIRE. 





ware dealer, had just come 

home from the movies. Sud- 
denly the phone rang; a voice 
shouted in his ear, “Your store’s on 
fire!” Caldwell dropped the receiver 
and dashed for the door. “Thank 
God I’m insured!” was his first 
thought, comforting indeed. But was 
he? 

Three days later John Caldwell 
stared with glassy eyes as the ad- 
juster repeated: “I tell you again 
you voided all your insurance poli- 
cies three months ago when you put 
a chattel mortgage on this stock to 
raise a little money, and did it with- 
out notifying the insurance agents. 

“There is nothing personal in this, 
Mr. Caldwell, but the insurance com- 
panies feel that a man becomes a far 
greater moral risk when he gets 
down to the point of putting a chat- 
tel mortgage on his stock. That is 
why they insist on being notified. 
Had you done so they would have 
either given their permission or else 
cancelled your policies. Since you 
failed to notify them, your own act 
voided your policies immediately. 
Read your policy.” 

John Caldwell’s head dropped. 
Last week he was a solid, substantial 
merchant; this week, just a broken 
old man! Why? Simply because 
he had never read his insurance pol- 
icy. Yet it constituted the most im- 
portant contract of his entire career. 


Suppose John Caldwell had taken 


J CALDWELL, the hard- 


22 


Your fire insurance policy is probably the most 
important contract of your entire business career. 
Have you ever read it? 


his brother-in-law into partnership. 
In that case too he must notify the 
insurance companies, for they insist 
upon knowing at all times whom 
they are insuring. That’s reason- 
able, isn’t it? 


Next Door Damaged 


The store next door to Caldwell’s 
was also damaged somewhat, mostly 
by water in the basement. Somebody 
told the owner, “Don’t you dare 
touch a thing till the adjuster ar- 
rives.” The next day more stock 
tumbled into the water and was 
ruined. 

Nothing disgusts an adjuster more 
than this piece of misinformation. 
He is quite within his rights in refus- 
ing to pay for damage caused by 
“neglect to use all reasonable means 
to save the property at or after a fire 
or when it is endangered by a fire in 
neighboring premises.” Read your 
policy. 

“Protect your property,” said the 
adjuster, “just as you would if it 
were not insured. We always pay 
whatever legitimate expenses are nec- 
essary to save it from further dam- 
age.” 

Across the street another merchant 
thoughtlessly decided to save garage 
rent by enlarging his back door so 
he could run his car into the empty 
room there. He did this notwith- 
standing the fact that his insurance 
policy, and yours, says plainly, 
“ ... this company shall not be 
liable for loss or damage occurring 
while the hazard is increased by any 
means within the control or knowl- 





edge of the insured.” Read your 
policy. 

In another town Henry Goodman’s 
store was gutted. He told the ad- 
juster he “thought” his stock was 
worth at least $12,000. His January 
inventory did not list his stock item 
by item, but lumped various lots to- 
gether at “values” which were 
plainly nothing more than careless 
guesses. The total was about $7,000. 

“But,” said Goodman, “I always 
take my inventory low. I’m sure my 
stock cost nearly twice that much.” 

“The insurance company pays 
only the present depreciated cash 
value of the destroyed stock, regard- 
less of the original cost,” the ad- 
juster explained. “Besides, any in- 
ventory put together as carelessly as 
yours is, on its face, a completely 
unreliable document. And half your 
original invoices are missing! 

However, judging from the figures 
I can find, I estimate your stock was 
really worth about $5,500 at the 
time of the fire. That is all you can 
recover, even though you have been 
thoughtless enough to carry $9,000 


insurance.” 


Who Was Right? 


Who was right? If the merchant 
keeps such inadequate records that 
he himself must guess blindly at the 
worth of his stock, he cannot blame 
the adjuster for making his guess 
also. And remember the adjuster is 
a much more experienced guesser. 

In general, the adjuster will 
quickly approve all losses that can 
be proved. The reason there are so 
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few law suits over fire loss adjust- 
ments is that if the insured cannot 
prove the loss to the adjuster he 
will have equal difficulty proving it 
to the court. 


Your Inventory 


Keeping a perpetual inventory 
may be a little trouble and expense. 
But, if watched, it prevents under- 
insurance, which is dangerous, and 
Over-insurance, which is a waste of 
money. Furthermore, it provides 
the basis for a definite “proof of 
loss” in case of fire. The adjustment 
is then bound to be fair -and liberal, 
for the adjuster will feel he is deal- 
ing with an efficient and honest busi- 
ness man. Inadequate records make 
the adjuster suspicious. 

Then there is the case of the Fitz- 
hugh Company, which carried its in- 
surance under the 80 per cent coin- 
surance clause. (This means that in 
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consideration of a reduced rate the 
policy holder agrees to keep his 
stock insured at all times up to 80 
per cent of its actual value.) 

When this firm checked up its in- 
surance on January thirty-first the 
stock was at its lowest point. Its 
value was then $10,000, so they in- 
sured it for $8,000 (80 per cent of 
$10,000). During the next six weeks 
spring merchandise piled in fast. In 
the rush of business Fitzhugh forgot 
to increase his insurance. 

On March 15 a fire destroyed 
$3,000 worth of stock. The adjuster 
shook his head. “Too bad, Mr. Fitz- 
hugh, but you can recover only 
$2,000 instead of $3,000,” he said. 

“I find the total value of your 
stock at the time of the fire had risen 
to $15,000. Under your 80 per cent 
coinsurance clause you should have 
been carrying at least $12,000 insur- 
ance (80 per cent of $15,000). In- 


stead, you are still carrying only 
$8,000. Therefore you can recover 
only 8/12 of the actual $3,000 loss, 
or $2,000. Read your policy. 

“A merchant who insures under 
the coinsurance clause will play safe 
if he carries a policy containing a 
‘fluctuating value clause.’ He pays a 
deposit premium at first, reports the 
actual value of his stock once a 
month, and the face of his policy 
fluctuates accordingly.” 


A Personal Loss 


A hardware man returned from his 
vacation, left his grip in the store 
and hurried out to lunch. While he 
was gone fire destroyed his grip and 
all the clothing in it. He could not 
collect. 

“Read your policy,” explained the 
adjuster. “It is a standard form cov- 
ering merchandise, fixtures and sup- 
plies incidental to the business—but 
nothing else. 

“You could recover on your cloth- 
ing if your agent, in writing the pol- 
icy, had been careful to use what is 
known as the ‘contents’ form. This 
form covers, at no additional cost, 
everything of an insurable nature be- 
longing to the insured or for which 
he is legally liable.” 

Notwithstanding the truth of all 
these stories, no reader should get 
the idéa that insurance companies 
continually seek loop-holes to avoid 
paying fire losses. Such is not the 
case. The restrictions on your pol- 
icy are there for the purpose of tell- 
ing you as plainly as possible what 
the company will do or will not do 
under certain circumstances. If 
there were fewer restrictions the rates 
would be correspondingly higher. 

In fact the usual generosity of 
most adjustments is the very factor 
which has built up our present confi- 
dence in insurance. The honest 
man’s policy would be worthless if 
that same policy left the door open 
to crooks. So read your policy. 

From the merchant’s standpoint 
the keynote of an adjustment is that 
word “replace.” It means just what 
it says. The company agrees to “re- 

(Continued on page 68) 
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HARDWARE CURIOSITIES 


By ROBERT PILGRIM 
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— THE INDIANS OF 
y : GUAYMAS, MEXICO, 
USE THE AMERICAN 
INVENTED FIVE 


GALLON OIL-CANS 
FOR COOKING— 
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RUSSIAN araws ONCE USED 
POTS AND PANS MADE OF ALATINUM/ ’ 
-+*+ WHEN ALATINUM WAS 4 s 
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THE SAW EVOLVED FROM THE 
JAWBONE OF A SNAKE ; 












a Hy, TALUS, OF ANCIENT GREECE, USED A SNAKES 
SS > Wy JAWBONE TO CUT THROUGH A PIECE OF 
WOOD, AND NOTING THE EFFICACY OF 
L.E. LANCASTER OF EL RENO, THE JAGGED PRINCIPLE, INVENTED 
OKLAHOMA, MADE AN AUGER THE SAW 
THAT BORES A SQUARE HOLE 
WITH A ROTARY MOTION) = 









-Pilqraw - 
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Just Among Ourselves 


30-Hour Week— 
The 30-Hour Week Bill should 


have the immediate attention of the 
new Congress. Failure to reject this 
legislation promptly will be an un- 
fortunate and unwise handicap to 
business. Our best Washington in- 
formation indicates the bill cannot 
pass, but that it may be dragged 
through committee and debates for 
many weeks in a Congress which is 
expected to stay in session until late 
spring. Such delay will retard re- 
covery progress; cause undue appre- 
hension about “social legislation” 
and tend to congeal the business 
blood stream at a time when it sorely 
needs every stimulation and cannot 
stand any obstructions. 

The 30-Hour Week is mathemat- 
ically impractical at this time. There 
are ample impartial estimates which 
establish its ineffectiveness as the 
next major move to cure the unem- 
ployment situation. There is good 
reason to believe that a 30-hour week 
would create more unemployment— 
because it would immediately force 
prices to a further high level, re- 
stricting sales. That at a_ later 
period, the 30-hour week may be- 
come both necessary and desirable is 
another question. At some future 
point it may be the basis of the “more 
abundant life” which all men seek. 
But at the present time, the 30-hour 
week is not practical and should be 
dealt with promptly when Congress 
meets. 


No Time for Delays— 


That some industries can and 
should reduce hours is not disputed, 
but a general arbitrary blanket rul- 
ing on the work week is a threat which 
alarms all business men. Delayed 
action on the 30-Hour Week Bill is 
a greater threat and more alarming— 
for a delay will lead to indecision on 


- future business planning. Such in- 


decision, at this time, may easily 
dissipate our current and_ sorely 
needed recovery progress. The re- 
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By CHARLES J. HEALE 


Editor, Hardware Age 


vised NRA organization is competent 
to study the hours and wages prob- 
lem by industries and is doing so— 
fully alive to possible changes which 
will decrease unemployment. 

If Congress delays action and 
stalls on the 30-Hour Week Bill, its 
members are guilty of making an- 
other political football—a means of 
currying future votes despite the out- 
look for an ultimate defeat of the 
measure. Such tactics are not new 
and were prevalent throughout all 
veteran relief legislation struggles. 


Tell Your Representatives— 


It is probable that organized labor 
officials do not expect favorable 
action on the 30-Hour Week Bill, but 
may support it ardently in the hope 
of effecting a 36 or 40-hour work 
week as the maximum for all busi- 
ness. 

It is imperative that all American 
business men advise their Represen- 
tatives and Senators of their stand 
on the proposed 30-Hour Week Bill. 
It is even more important to demand 
immediate Congressional action on 
this legislation. Delays will be 
costly to manufacturer, wholesaler 
and retailer and will curtail desired 
reemployment, so tell them where 
you stand on this most vital question. 


On Home Workshops— 


Under the heading, “Growth of 
Taste,” Howard Vincent O’Brien, 
columnist, in a copyrighted article in 
the Chicago Daily News, writes: 

“A manufacturer of home-work- 
shop equipment announces the prize 
winners in an ‘achievement’ contest. 
It is a significant document. It tells 
of people, buffeted by the depression, 
who have gone to their basements 
and pounded out all sorts of in- 
genious answers to the question of 
how to live. 

“Others, with an unaccustomed 
leisure on their hands, have given 


expression to dormant powers of 
creation, and produced things of use 
and beauty. 

“The effects of all this are far- 
reaching. Out of the home workshop 
will come a soundly matured taste. 
No person who has made a piece of 
furniture can ever again accept the 
graceless design, the flimsy construc- 
tion and the shoddy finish which 
have so long characterized the offer- 
ings of commerce. 

“Bad taste and dishonest work- 
manship have much to fear from the 
basement workshop.” 


Builders’ Hardware 
History— 

The October, 1934, issue of Con- 
necticut Industry, published by the 
Manufacturers’ Association of Con- 
necticut, Inc., 50 Lewis St., Hartford, 
Conn., contains a most inspiring his- 
torical sketch on the development of 
the builders’ hardware industry. 
L. M. Bingham, the author, traces the 
early hardware needs of the Pil- 
grims; the importation of British 
hardware and then establishment of 
American hardware factories. His 
story is woven around the growth of 
such well known Connecticut firms 
as: Russell & Erwin, P & F Corbin, 
Stanley Works, The American Hard- 
ware Corp., Yale & Towne, Sargent, 
Norwalk Lock Co., and H. B. Ives. 
In the development of each company 
is found a most human story of en- 
deavor, struggles, success, integrity, 
purpose and a desire to serve. The 
progress of America is woven with the 
progress of its industrial life and 
Mr. Bingham brings to light the 
basic contribution of these hardware 
factories in America’s growth. If 
you can, get a copy of this little 
magazine. This builders’ hardware 
story is a true inspiration to every 
hardware man. 
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Scattergood 


— Hardware Merchant — 
Substantial Citizen 


By J. A. WARREN 
Associate Editor, HARDWARE AGE 


“WHAT the hardware store is a 
vital thing in the life of Amer- 
ica is indicated by Clarence 


Scattergood as Hardware . s 
hap Gtmmaie tin, Clem: Budington Kelland, creator of Scat 
American Magazine’s tergood Baines, a character well 

Photo of T. J. Neary known to the millions of readers of 


the American Magazine. Kelland, 20 
years ago, at the start of the Scatter- 
good stories, made his hero a hard- 
’ ware man, bank president and rail- 
road magnate, located at Coldriver. 
While Coldriver’s exact location is 
never mentioned, the color of New 
England is so vivid throughout that 
one feels sure it must be in Vermont. 
A Harpware ACE representative 
was received by Author Kelland in 
his orderly studio near New York re- 
cently and heard him voice his faith 
in the solid, feet-on-the-ground type 
of American citizen that is found in 
New England. A native of Michigan, 
Kelland came to Vermont in his 
earlier years and found the people 
of that State much like those of his 
home area. He was impressed by the 
shrewd, kindly characteristics of the 
Vermonters and decided that their 
qualities offered material for some 
stories. That his judgment was ac- 
curate has been amply proved is indi- 
cated by the country-wide, if not 
world-wide interest in Scattergood. 
Scattergood is a composite of the 
New England type of citizen of the 


S Ca t t ec Vg O 0 | quietly successful type. Keen, kindly 


and compatable, he is able to think 





Photo by F. Alden Weeks for the American Magazine. 
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himself through almost any situation, 
and eome out on top of the heap. As 
long as America has Vermonters, be- 
lieves Kelland, we need never fear 
for this country. 

We queried Mr. Kelland as to his 
reason for making Scattergood a 
hardware man and his response was 
quick. The hardware store, he feels, 
is-the central point of the community 
life in these New England towns and 
villages, inferring that it is also true 
in other States. Men come to the 
hardware store for so many require- 
ments of the farm and home that 
their contact with their neighbors is 
frequent. Practically every type of 
work that one can think of calls for 
contact with the hardware store. 
Women may go to the grocery store, 
drug stores are an emergency point, 
but all members of the community 
come to the hardware store. Farmers, 
business men and plain citizens meet 
each other at the hardware store in 
rural America. News and views of 
the neighborhood and the country are 
aired there. Metropolitan centers 
may be blissfully unaware of it, but 
the Scattergoods of this country are 
to be reckoned with. 

Early in the publication of Scat- 
tergood stories, the artist, Paul Mey- 
lan, was selected to make the illustra- 
tions for Kelland’s stories.. He has 
given the American’s readers a char- 
acter that they have come to know 
and anticipate. Meylan’s Scattergood 
is so satisfying to the readers of the 
magazine that they would greatly 
miss him should he be absent for 
even one installment. Apropos of 
this there is an interesting story. Mr. 
Meylan’s model, who, to quote the 
artist, is Scattergood, is a man ac- 
tually related to the hardware trade. 

(Continued on page 68) 


Some clippings of 
Scattergood stories 
taken from recent is- 
sues of The Amer- 
ican Magazine with 
two original Scatter- 
good sketches by 
Paul Meylan. 
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Clarence Buddington Kelland, with golfing companions Grantland Rice and 
Sidney Smith, creator of the Gumps of comic strip fame. 
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NRA Will Simplify Wages and 
Hours Provisions—Later Trade 


Practices Will Be Revised 


Overlapping of codes causing dissatisfaction and makes 
compliance very difficult. Effort under way to solve this 
problem will be welcomed by all business. 


HE NRA has entered upon a 
broad program of rationlizing 
and simplifying wage and 
hour provisions of all codes. Later, 
a like effort will be devoted to trade 
practices. Simultaneously sugges- 
tions for closer coordination of local 
code administrative agencies which 
have been received from the field 
were relayed recently to group con- 
ferences of local code authorities in 
17 major centers. These groups 
have been asked to comment and 
formulate other suggestions of their 
own. A three-point program in re- 
tail distribution is being studied. 

The effort to simplify wage and 
hour provisions so far as possible 
looks to greater uniformity in these 
provisions in the hope of easier ad- 
ministration, fairer competition be- 
tween related industries and less ex- 
pense in code operations. The 
problem is realized to be a big one 
and what may be actually accom- 
plished from the effort remains to 
be seen. The study has no relation 
whatsoever to Section 7a (collective 
bargaining) of the Recovery Act. 

Fundamentally the work is divided 
into two parts: What to do with re- 
lation to labor and wage provisions, 
and how shall it be done. 

Entailed in the study are intricate 
problems. They bear upon compe- 
tition within related industries, dif- 
ferentials as to areas and sex and 
overlapping of wage and hour pro- 
visions within single organizations 
themselves, etc. Indicative of vary- 
ing provisions on hours and wages 
within an individual plant, a case 
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was cited where one plant operates 
under 82 codes, or approximately 17 
per cent of the entire total of 530 
codes. 

The task of making the study has 
been started through deputy admin- 
istrators. They have been told by 
the NIRB that the “sky is the limit” 
in preparing reports and making 
suggestions after conferring with the 
industries of the country. 


Hours and Wages 


In order to prepare them for the 
work, study of wage and hour pro- 
visions of all codes has been made 
after the great volume of data has 
been assembled and compiled on 
analysis sheets. This material has 
been thrown into related groups and 
then prepared on comparative sheets. 
Thus they reflect variances in wage 
and hour provisions within related 
groups. Then there follows what is 
called the “complexity” sheet, which, 
as the term implies, reflects difficul- 
ties that will be faced in ironing out 
differences in provisions where it is 
concluded such a move is necessary, 
though it is realized that complete 
uniformity is neither possible nor 
desirable. There comes next a sheet 
showing the trend toward uniformity. 
Following comes what might be 
called the Utopian sheet, actually 
known as a hypothetical sheet with 
arrangements for uniformity but pro- 
viding enough elasticity to safe- 
guard labor. Piling one upon an- 
other an additional sheet, reflecting 
the lack of uniformity in related 
groups, is designed to show the 
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possibility of merging the affected 
provisions. A map also has been 
prepared showing geographical dif- 
ferentials, mixed as to population 
and sex and is proposed as a vis- 
ualization of what might be done, 
the effect of shifts, and the possi- 
bility of consolidation of codes. It 
is also held the moves, if proved to 
be satisfactory, would make compli- 
ance a simpler problem. 

Deputy Administrators are to re- 
port results of their studies with 
recommendations to Divisional Ad- 
ministrators whose task will be that 
of coordinating relating groups and 
administering codes and it is pro- 
posed to select a coordinator of code 
administration to have charge of the 
entire group. 

The plan for closer coordination 
of code administrative agencies is 
particularly well illustrated by the 
one devised at Seattle, Wash., where 
local code authorities meet as a group 
at regular intervals for the discus- 
sion of mutual problems, and in 
Boston, which selected a committee 
of 11 and considered plans for con- 
centrating local code agencies. The 
NIRB hopes to formulate a program 
to increase economy and efficiency 
in local code administration as a re- 
sult of the canvass of code authority 
sentiment which has been under- 
taken. From all the suggestions re- 
ceived an outline to be used as a 
basis for discussion has been evolved, 
and has been laid before the regional 
group conferences. 

This outline takes up one possi- 

(Continued on page 66) 
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“Potpourrl 


ELL, here we are again— 
Christmas and New Year’s! 
Please take this as my 


Christmas and New Year’s greeting. 
* * * 


Here is an idea to add to volume 
of sales. Advertise Christmas Club 
buying. Almost every hardware 
store now carries toys, and many 
other items that make useful Christ- 
mas gifts. The average buyer and 
his family do their buying in their 
spure time on the installment plan. 
They buy one item here and another 
item somewhere else. In _ other 
words, they scatter their purchases. 
Why wouldn’t it be a good idea to 
advertise in your local paper and 
send out circulars to your family 
trade, suggesting that if each family 
will concentrate their Christmas buy- 
ing in your store, you will give them 
“club” prices. For instance—5 per 
cent off on purchases amounting to 
$10 and 10 per cent off on purchases 
amounting to $25, and so on. This 
idea will appeal to many people. 

I carefully read the advertise- 
ments in the newspapers and maga- 
zines and I have not seen a single 
instance of an offer of this kind. Try 
it out. 

* * * 

This is the season for calendars. 
One of the most useful of all calen- 
dars is the little calendar printed on 
celluloid that you can carry in your 
vest pocket or in a notebook. Here 
is another idea! On one side of a 
card print a regular calendar. On 
the other side, print the initials (al- 
phabet soup) of all the various 
departments in Washington, and 
after these initials fill in what they 
stand for. Every day in my reading, 
especially the Washington news, 
there are a lot of initials referring 
to different departments that do not 
mean anything whatever to me. A 
little card of this kind with a calen- 
dar and these initials would be inex- 
pensive and would be _ retained. 
Naturally, don’t forget to put your 
firm name and address on the card. 
And if there is room, it wouldn’t be 
a bad idea to have the names of the 
heads of the various Washington de- 
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partments next to the initials. For 
instance—do you know who Ickes 
is? Or Eccles? Or Wallace? or 
Hymja? It is hard to keep track of 
those boys in Washington. 


* * * 


I have had visits from many of 
my Western friends recently. A good 
many of these visitors, not in the 
plutocratic class, are actually afraid 
to go for luncheon or dinner or a 
midnight show to the larger and bet- 
ter-known hotels here because they 
think they are very expensive. By 
an actual, personal check-up, I have 
found that these large hotels, with 
better service, better shows, more 
people who are easy on the eyes, etc., 
actually do not charge any more 
than scme of the smaller places on 
the side streets. So I have found my 
good friends, for fear they will be 
overcharged, miss some of the best 
show places in New York. 

The other day I took a friend out 
to luncheon in one of the highest- 
class hotels in my neighborhood. At 
the end of the luncheon he asked me 
if he could see the check. He was 
under the impression, because of our 
royal surroundings, that I was pay- 
ing an enormous price, but actually 
the check for an excellent table 
d@hote luncheon, from soup to nuts, 
was only $2.50, $1.25 each. “Why,” 
he gasped, “I thought you were pay- 
ing at least $10. In the cheap little 
hotel where I am stopping they 
charge exactly the same price for 
luncheon.” 

These prices are the result of com- 
petition. The large hotels are going 
out after the business. They need 
volume. 

* * * 

Here is an actual experience I had. 
I had heard a great deal about the 
beautiful Rainbow Room at Rocke- 
feller Centre. So one night a party 
of us thought we’d try it out. Our 
party took a ride up some 60 floors. 
The night view of New York was 
magnificent. When we arrived at the 
entrance to the Rainbow Room, the 


head waiter, whom I knew, hurried 
over to us, and with many apologies 
said he would not be able to give us 
a table because we were not 
“dressed.” He told us to don our 
dinner clothes and then come around 
and he would give us ringside seats. 

So, somewhat disappointed, we 
descended the 60 floors to the street 
level and decided to go around to a 
hotel in the immediate neighborhood. 
On the top floor of this hotel they 
have the main dining room which 
serves a table d’hote dinner. Across 
the hall from this dining room they 
have a special club. The attractive 
young lady who checked our coats 
asked if we were going to take the 
regular dinner, and when we replied 
that we were, she remarked casually: 
“Well, you'll get a bum dinner. But 
if you want to have good food and a 
good time, eat a la carte in the club. 
The show there is continuous.” We 
took her advice, got a good table at 
the club, and ordered frogs’ legs. 
They happened to be out of them but 
said if we were in no hurry they 
would be glad to send out for them. 
This was agreeable to us, so we told 
them to go ahead. 


The head waiter was quite atten- 
tive. We told him of our disappoint- 
ment at Rockefeller Centre. “That’s 
too bad,” he remarked, “because 
they are giving the best show, the 
best food and the best service in 
New York, at very moderate prices, 
lower than ours for instance.” That 
was some salesmanship. But some- 
times these foreigners are very frank 
in their statements. 

Commenting on this conversation 
with a friend, he remarked that he 
had had dinner several times in the 
Rainbow Room at Rockefeller Cen- 
ter, and all that this head waiter had 
to say was true. “And not only 
that,” said my friend, “the waiters 
in the Kainbow Room are very well 
trained. They let you sit and take 
all the time you want to drink your 
coffee or “what have you.” They 
don’t immediately grab your cup or 
glass as soon as you have drunk 
three-quarters of the contents, with 
the idea that you will either order 
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more, or give up your table. They 
understand that a certain amount of 
leisure is part of the art of living.” 
But you must dress! 

This friend also remarked that a 
few evenings before, he went to one 
of the night clubs in New York with 
a party of friends, for dinner. They 
arrived at eight o’clock. The con- 
versation at the table was so inter- 
esting that the party lingered. In 
fact, they lingered until 10.30. When 
the bill was presented, there was the 
regular charge for the dinner, and 
then added to the bill, a cover charge 


of $3.00 for each person in the party. © 


“How come,” inquired my friend of 
the waiter. “Well,” he answered, 
“there is no cover charge here up 
until 10 o’clock, but it is now 10.30.” 
“Nothing doing,” said my friend. 
“Call the manager.” Then quite an 
argument ensued. The manager 
pointed out that their rule was 
printed on the bill of fare, and the 
diners should read it. The reason 
they charged a cover charge after 
10 o’clock was because their floor 
show started at that time. However, 
the manager finally gave them a 
credit memorandum for the amount 
of the cover charge. But my triend 
remarked that that was the last time 
he would ever visit that place. An- 
other case of poor salesmanship! 

This same New Yorker in another 
place was asked by the manager if 
he had any suggestions to offer 
which would improve their business. 
“Yes,” said my friend. “The first 
cocktail you serve should be a large 
one. The ones you are serving now 
are too small. You see, there is an 
art in warming up your guests, so 
they will have that generous Christ- 
mas spirit and order more. Nobody 
would ever order anything special on 
a cocktail of the size you are serv- 
ing.” 

* * * 

Here in my neighborhood (Fifth 
Ave. and Fifty-seventh St.) we see 
all the contrasts in life. The streets 
are jammed with high-priced auto- 
mobiles, with women wearing mink 
coats and silver foxes. One night I 
left the office with a friend of mine 
from a small town in the West, and 
as we walked out of the entrance of 
the building, he said: “Don’t hurry. 
Let’s see the show. Gosh, I’ve never 
seen so many mink coats in my life.” 
And as a contrast, walking along 
next to the mink coats were men 
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carrying signs, announcing to all and 
sundry as they marched up and 
down that they were on strike for 
higher wages. These men have been 
marching up and down Fifth Ave. 
in front of my building for six solid 
months, and they are still marching. 
In addition, there are six policemen 
who have been leaning against our 
entrance, swinging their clubs and 


watching these strikers. In Plaza 
Center! 
Think of the expense! Think of 


the lost wages and the cost to the 
city! There is certainly a screw 
loose in our labor laws. They need 
tightening up. Practically all of the 
trouble is caused because laws are 
enacted that are not sufficiently clear. 
If the law were absolutely clear, it 
would not take long to straighten 
things out. This sort of thing must 
be remedied in the United States. 
However, I hope the pickets, the 
policemen, the labor unions and the 
employers will all have a Merry 


Christmas. 
* * a. 


In Canada in the past few years 
there have been practically no bank 
failures, while here in the United 
States a bank was blowing up every 
minute. As a matter of interest, I 
have been studying the Canadian 
banking laws. One point is inter- 
esting. The interest rates in Canada 
are low. But when a merchant bor- 
rows from a bank, and this merchant 
fails, the bank has the first lien on 
all his assets. All other creditors 
come after the bank. The theory 
back of this is that the interest 
profits of the banks are so small that 
they cannot afford to take large 
credit risks. As a result of this law, 
the banks loan more freely, and the 
banks, the depositors and the stock- 
holders are protected. 


* * * 


A mining engineer dropped in. 
He is interested in a gold mine in the 
Central American State of El Salva- 
dor. The worst part of mining in 
that country is when the rainy season 
sets in. The reads then become soft 
and impassable. No machinery or 
supplies can be taken to the mine 
and nothing can be hauled out. 
However, while the roads are still 
dry, before the rainy season starts, 
they stock up in the mine with enough 
supplies to last them for several 
months, and during that time the 











gold taken out of the mine is ex- 
pressed by airplane to the United 
States. 

This engineer was just leaving for 
El Salvador. He flew all the way 
there and all the way back. He was 
only away from his office one week. 
On his way down he flew by way of 
Chicago, St. Louis, Dallas, Mexico 
City, El Salvador, and returned, just 
for a change, by way of Yucatan, 
(Merida), Havana, Miami, New 
York. On his return he told me 
about his trip, and said there was a 
railroad leading into the mining dis- 
trict, which wound all around the 
mountains into the entrance of the 
mine, and took six hours to get from 
the town where he was stopping to 
the mine itself. While he was at the 
mine he tried to persuade his part- 
ner to fly back with him, rather than 
take the railroad. Finally they 
“matched,” my friend won, and they 
flew back to town in 30 minutes. 
They later found out that on the re- 
turn journey the train ran off the 
track, went down into a deep gully, 
and the passengers did not get back 
to town until 24 hours later. 

So flying isn’t so dangerous after 
all. At least you have the consola- 
tion of knowing that the time limit 
for danger is shorter. 

* * * 


Tomorrow the munitions hearing 
opens again in Washington. We are 
all looking forward to spicy develop- 
ments. There is one point I think 
should be cleared up in connection 
with these hearings. All the news- 
paper men write about munitions 
and munitions manufacturers. Many 
people in the country do not differ- 
entiate between the word “munitions” 
and “ammunition.” “Munitions” 
covers powder, explosives, gas, air- 
planes and their parts, submarines 
and their parts, artillery, big guns 
for battleships, and all supplies of 
this kind. People are frequently 
surprised to learn that all of the ex- 
citement is not just about “ammuni- 
tion.” 

* * * 

I wouldn’t be surprised to see En- 
gland agree to any plan to stop 
shipping ammunition from the 
United States to England. You 
know, at Bisley and all of the other 
shooting contests in England, 80 per 
cent of the shooters use American 
ammunition, and 80 to 90 per cent 

(Continued on page 66) 
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A Simple Plan for Taking the Annual 


INVENTORY 


F the two methods of taking 
QO physical inventory, the cost 
method is generally consid- 
ered more accurate and informative 
than the retail method, which is 
based on selling prices. HARDWARE 
AcE Inventory Sheets are arranged 
for entering cost prices and other 
essential data required to present 
dependable inventory information. 
An inventory furnishes a reliable 
guide for the operation of any hard- 
ware store. The merchant who neg- 
lects taking an annual inventory is 
courting trouble. If the job is un- 
dertaken in a systematic manner, 
much time and effort can be saved. 
Inventories are usually taken the 
last week of the old year or during 
the first week of the New Year. For 
individual reasons, some dealers 
operate on a fiscal basis of their own 
choosing, instead of on the calendar 


half of the employees “wait on 
trade,” the balance can take inven- 
tory without interruptions. Of those 
assigned to take inventory, even 
numbered groups are delegated to be 
responsible for certain equally di- 
vided parts of the store’s stock. In 
each such group, the members team 
up to work in pairs. One employee 
counts, calling names of items, their 
condition and cost price if available, 
while the other member of the team 
recalls the information to insure ac- 
curacy, entering it on the inventory 
sheet. When the “caller” is occupied 
with counting large quantities, his 
team mate can use such intervals to 
making as many easy extensions as 
time will permit. 

It is accepted practice to estimate 
quantities of such items as screws, 
washers, rivets, etc., when these items 
are in broken lots, and not in their 
Practically all 


counted or carefully weighed or 
measured. 

Depreciation of merchandise, due 
to obsolescence, shopworn condition, 
lower replacement cost, or any point 
affecting margin or salability, should 
always be “charged off” in the spe- 
cial space provided on the inventory 
sheets for entering this data. Sev- 
eral examples of “charging off” de- 
preciation are shown in the accom- 
panying illustration and explained 
beneath it. Some very successful 
merchants make it a practice to mark 
“white elephants,” or shelf-warmers, 
in some special manner, as with a 
colored symbol or tag, to make it 
readily apparent that it is highly 
essential to move such items at the 
first opportunity. 

On surplus stocks, and on goods 
not in season at inventory time, such 
as garden tools, lawn mowers, etc., 
stock can be taken during slack 


year. An efficient inventory plan is 
to divide the store force in half. If 


HE HARDWARE AGE inventory sheets provide a sim- 

ple and direct means for listing and recording your 

inventory of stock. Many thousands of these sheets are 
used each year by hardware dealers. Space is provided for 
all the necessary listings and information. This example 
is taken from the actual inventory of a large Eastern retail 
hardware store, and serves as a good model for your inven- 
tory teams. Most of the items need no further explanation, 
but we call your attention to the four sections circled and 
lettered. A is an instance where the team found an assort- 
ment of chain links estimated to be about 2 gross and worth 
about $2.50. This being a small item and not involving 
much money, a detailed count and cost reckoning was not 
considered necessary. B shows an instance where unit cost 
on scythe stones is $1.00 per dozen. There being 15 or 
1% dozen, the cost is $1.25 for the lot. Example C shows 
an instance where a certain spring is costing $.045. There 
being only one in stock the half cent must be assumed by 
the dealer making the cost extension a full $.04. The sec- 
ond half of this example also shows springs with a price each 
of $.375. There being two the extension obviously may be 
made accurately without assuming the extra half cent. The 
extension is $.75. Example D shows the use of the discount, 
deduction or depreciation column. The door set listed is 
old style and worth about 50 per cent of its original cost. 
The discount is taken as indicated. The same practice 
would follow in the event of broken, soiled, rusted or tar- 
nished merchandise which could not be sold at full price. 
This column must be estimated in most cases. Should there 
be a market decline, since your purchase on any item, the 
deduction would be made accurately and according to your 
records. These four examples are typical of experiences 
which will come up in the taking of an inventory. 


The store with cost in code on each stock bin will find a 
great saving of time on the stock taking at the end of 
the year. 
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original containers. 
other articles are either actually 
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These sheets are available at cost price, $1.00 per 200, from 
Hardware Age, 239 West 39th St., New York. 
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That 
Annual 


Statement 


How to make it 
tell the truth and 
nothing but the 

truth. 





HARDWARE retailer writes: 
A ‘iene tell me how to make 

out properly my annual profit- 
and-loss statement.” 

Here is the answer. Every profit- 
and-loss statement has two parts, a 
Financial Statement and an Operat- 
ing Statement. The first shows exact- 
ly how the business stands at the end 
of the year; the second tells what the 
business did during the year. 

In fact these two statements are 
simply two ways of arriving at the 
same answer (see Chart A). It is evi- 
dent that if we made $800 operating 
profit (gross margin minus ex- 
penses) our net worth would show 
an increase of $800, provided no 
dividends have been drawn. Conse- 
quently if our two statements fail to 
agree then some of our figures are 
incorrect. 

But just what is “net worth”? It 
is the difference between total assets 
and total liabilities. The amount of 
invested capital is not indicated by 
the net worth figure. Rather, net 
worth tells what we have to show for 
our capital. Chart B shows in detail 
the method of finding net worth. 

Passing over now to the operating 
statement, we may ask just what the 
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By MURRAY C. FRENCH 


gross margin is. It is the difference 
between the total sales and the cost 
of goods sold. But, ah, that little 
item, cost of goods sold, is a stum- 
bling block that trips up many a re- 
tailer. Chart C shows the one and 
only way to figure it. 

In reality, the term, “cost of goods 
sold,” is a misnomer. But since it is 
the phrase commonly used in ordi- 
nary accounting practice we should 
all be familiar with its true meaning. 

In our day-to-day merchandising 
we think of the cost of goods sold as 
simply the invoice prices of the 
various items. Right. But it is in- 
correct to add up those daily “costs” 
to find the “cost of goods sold” for 
the year. 

Why? Because the final “cost of 
goods sold” must include also all 
losses by theft, all stock shortages 
and all damage or depreciation on 
the goods still in stock. In other 
words it represents the total amount 
of “cost value” which has gone out 
of the stock that year in any way 
whatever. Just follow Chart C and 
the answer will be correct. 


The past year has witnessed much 
discussion about what constitutes the 
“cost” of an article. The N.R.A. has 
ruled that “cost” means “net deliv- 
ered cost.” Consequently the word 
“purchases” on the second line of 
Chart C means “invoice price plus 
freight and express, minus discounts 
actually taken.” Incoming transpor- 
tation charges are no longer to be 
considered an item of expense but a 
part of the cost of goods. 

Now about expenses. You will have 
to pardon a little sermon here, for 
I can’t keep from moralizing a bit 
over the fact that many a dealer who 
knows his hardware from A to Z still 
fails to make money because he de- 
liberately refuses to include all his 
expenses in the expense list. Thus 
he makes his figures deceive himself, 
whereas operating figures should be 
considered a very sacred matter, to 
be handled so they will tell the strict 
truth at all times. 

Meaning what? Below are listed 
some of the items which are quite 
often left out of the expense list in a 
mistaken, or thoughtless, effort to 
boost the profit showing. Every one 
of them must be included in the ex- 
pense account. 
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Chart A 


The two sides of an annual profit-and-loss 
statement. 


FINANCIAL SUMMARY 


Net Worth 1934 $14,000 

Net Worth 1933.. 13,200 

Increase (Profit) $ 800 
OPERATING SUMMARY 

Gross Margin $13,500 

Expenses 12,700 

Operating Profit $ 800 


The Financial Statement must show the 
same profit as the Operating Statement 
(provided no dividends have been drawn), 
otherwise some of the figures are wrong. 





Proprietor’s salary. A reasonable 
salary for the proprietor is just as 
definite a “cost of doing business” as 
any other expense. This salary should 
be considered as pay for the work he 
does. It is quite a different thing 
from “profit,” for the proprietor’s 
salary is the earnings of the pro- 





Chart B 


The method of finding Net Worth.” 


ASSETS 
Merchandise ......... . $10,000 
Cash on Hand........ 900 
Accounts Receivable ............. 3,700 
Fixtures (Net) ....... ... wee 
Other Store Assets...... | 
Total Assets . $17,300 
LIABILITIES 
Accounts Payable ... $1,600 
Bank Notes Payable.............. 1,000 
Other Store Liabilities... . 700 
Total Liabilities $3,300 
SUMMARY 
Assets Lo Sas $17,300 
Liabilities exe at 3,300 
Net Worth $14,000 





prietor; profit is the earnings of the 
business. 

Bad debts. Suppose, for example. 
a certain $10 account has become un- 
collectible. Of course it will not be 
added into the accounts receivable. 
Then at the same time the expense 


DECEMBER 20, 1934 


account must show $10 listed as bad 
deb:s, otherwise the two sides of the 
Chari A statement will not balance— 
and the figures will lie. If the ac- 
count is simply torn out of the ledger 
and thrown away then the year’s op- 
erating statement will show a $10 
profit that does not exist. 

Fixture depreciation. This too is 
an actual, definite cost of doing busi- 
ness. It must be listed in the expenses 
every year, or the figures are deceiv- 
ing. The usual amount is 10 per cent 
of the original cost. If fixtures are 
depreciated $200 in the assets then 
the expense list also must show a 
$200 charge for depreciation or the 
statement will not balance. A state- 
ment that doesn’t balance is not 
worth a thing. 

Rent. Even though the merchant 
owns the building, his hardware 
business must nevertheless be charged 
with a proper rent (and this item 
must include all interest, taxes, de- 
preciation and upkeep that belong to 
the building). The concern’s real es- 
tate operations must not be mixed up 
with its merchandising operations or 
again the figures will be meaning- 
less. 

The point is this: There is nothing 





in business more dangerous than an 
expense list that neglects to include 
all expenses. It is likely to result in 
a “profit showing” year after year— 
with nothing in the bank to pay the 
bills. 


Then at the bottom of every ex- 





Chart C 


The method of finding Gross Margin. 


Opening Inventory. $11,000 
plus Purchases During 
Year . 25,500 


$36,500 
minus Closing Inventory... 10,000 
equals Cost of Goods Sold. $26,500 
Retail Sales for 
Year ... $40,000 100.0% 
minus Cost of Goods Sold. 26,500 66.2% 


equals Gross Margin $13,500 33.8% 





pense account is that tricky little item 
called “miscellaneous expense.” We 
will do well to subdivide this item 
into as many classifications as pos- 
sible in our daily entries throughout 
the year. Thus we can put our finger 
on the leaks that need to be stopped 
up. 








Building Contracts Awarded in 
the United States in the First 
10 Months of Each Year 
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An Arresting Window Background. 
of Galvanized, Corrugated Iron 


ERE is a unique window back- 

ground that will attract atten- 
tion, and, withal, will not detract too 
much from the spectator’s inspection 
of the merchandise. The Franzen 
Hardware Company, Riverside, Cal., 
constructed this display background 
with sheets of galvanized, corrugated 
iron. (See opposite page.) 

“We first used this material in a 
Christmas window,” explained J. S. 
Rencher, advertising and display 
manager, “when we were exploiting 
silverware. Out of the center of 
bundles of corrugated iron, we took 
sheets that were bright and shiny, 
lined the background with them, and 
then constructed some pillars of va- 
rious heights to set in front of the 
background to break it into a more 
pleasing picture. 

“All display fixtures were covered 











with silver paper; so, with the mer- 
chandise, the entire window was sil- 
ver in appearance. Then to add a 
touch of color and warmth, we 
placed a green flood lamp on one 
side of the window and a red one on 
the other and trained their beams on 
the background. Thus one side of 
each corrugation reflected red, the 
other reflected green while the apex 
of each reflected white light. 

“So attractive was the window that 
we decided to use these same back- 
grounds for other types of merchan- 
dise, and we have continued this 
plan for more than three months al- 
ready: The material makes an ex- 
cellent background for china, for 
garden supplies, for building mate- 
rials, homewares, and, in fact, we 
haven’t found anything for which it 
is inappropriate.” 








The Franzen Hardware 
Co., Riverside, Cal., win- 
dow display, using the gal- 
vanized, corrugated iron 


sheets for background => 


6 c¢ D> 4 G sw 
Cc. 


Here is your guide for making the 
figure of the frantic last-minute 
gift shopper used in the HARD- 
WARE AGE original window display 
suggestion offered below. 














HARDWARE AGE 














i < a 
= pepe pee ; 
ht . 
s ~ 


opener nate 
iets 


ot 8 




















Two display ideas to appeal for sales from the “last minute” 

Christmas gift shoppers. These original displays are developed with 

the easily made Hardware Age interchangeable display fixtures. 
Easy-to-follow blueprints available upon request. 


DECORATIONS 


DONT LET YOUR 
CHRISTMAS we es 
TREE Se COMPLETE 
y HAVETHAT. eee SELECTION 
OF no 
yore aa és LIGHTS 



























































These miniature trees can be made of green cardboard formed into cone shape and fastened to Victrola (electric) turntable to provide action. 
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ethod vs. Method 


The major competition is between methods and not 
within methods—Functions performed were for- 
gotten when mass production theories were applied 
to distribution—Size of an order does influence 
cost of its handling, but the saving is usually ex- 
aggerated—Many manufacturers blinded by the 
glamour of certain large orders and do not see its 
effect on the rest of their products distribution 


ACH intelligent and aggres- 
E; sive effort to improve the 

economic stability and_ ser- 
vice possibilities of independent 
wholesaler - retailer distribution 
should have the cordial and earnest 
support of all thoughtful wholesale 
and retail merchants. The fact that 
the major competition is between 
methods and not within methods 
should overcome any initial tendency 
there may be for individual units to 
worry lest new developments from 
within may temporarily affect them 
unfavorably. 

As the above may appear a little 
involved the following exposition 
may help to clarify it. 

Up until about 35 years ago al- 
most all hardware after it left the 
shelf of the manufacturer 
down through the hands of the whole- 
saler and the retailer to the con- 
Manufacturers sold direct to 
some of the larger retail merchants, 


passed 


sumer. 


especially those who were nearby. 
but in the main hardware passed 
into consumption through the one 
channel of wholesaler-retailer distri- 
bution. 

Approximately 35 years ago saw 
the beginning of the mail order 
house (and the fact that the mail or- 
der house served and continues to 
serve an economic need should not 
be overlooked). The competition of 
those earlier days was not only eco- 
nomically sound but it acted as a 
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By L. H. BRONSON 


President, The Bronson & Townsend Co. 


New Haven, Conn. 


stimulant to many local merchants. 
The World War made _ necessary 
mass production. With the end of 
the war a similar theory in regard to 
distribution caught the imagination 


and swept over the country. Its ad- 
vantages were taken for granted 


without thought being given to the 
fundamental differences between pro- 
duction and distribution and without 
thinking through to the ultimate ef- 
fect on our economic system. 


Price Theories 


“In a general way it had been the 
theory that the spread between the 
price at which the manufacturer 
could afford to sell and the price 
which the consumer Was willing to 
pay should be so divided as to allow 
two definite differentials, one to cover 
the cost of the function of whole- 
saling and the other to cover the cost 
of the function of retailing. 

When the effort was made to apply 
the theory of mass production to dis- 
tribution all thought of the func- 
tions performed was put into the dis- 
card and the price quoted was based 
on quantity. No doubt the size of 
an order does influence the cost of 
its handling, but the savings are 
usually exaggerated. 

In addition, the glamour of cer- 
tain large orders blinded many of 
the manufacturers to such an extent 
that they did not see the effect of 
this new policy upon the rest of their 
distribution. They forogt that dis- 


tribution means making merchandise 
available to the consumers of this 
country in every city, town, village 
and hamlet. Say what you will, the 
consumers of this country cannot be 
served completely and satisfactorily 
out of a comparatively few large 
trading centers supplemented by the 
mail order houses. If through a 
preferential price setup the mail or- 
der houses and other large trading 
units are able to draw to themselves 
a volume of business which other- 
wise would be purchased locally, the 
automatic result is that that which 
has to be purchased locally will have 
to carry the overhead of the remain- 
ing business, and this process results 
in no ultimate total saving to the 
consumer. In other words, the whole 
theory of preferential quantity pric- 
ing as a means of lowering the cost 
to the consumer does not result in a 
lowering of the total cost of con- 
sumer purchases, and this is the 
major advantage claimed for mass 
distribution. 

The disadvantages of a plan of 
preferential price based on quantity 
are many. Perhaps the major one is 
that such a plan tends to lessen the 
stability of the hundreds of thou- 
sands of independent merchants 
operating and servicing individual 
communities, and it is the small men 
of business who have been the back- 
bone of the American economic sys- 
tem, a system which makes possible 
the growth of new and continuing 
leadership because each individual is 
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free to develop himself and his busi- 
ness -along the lines of his own 
choosing. 

These then are the two systems of 
distribution referred to at the open- 
ing, one using the mass method and 
the other the wholesaler-retailer 
method of distribution. If both paid 
the same price the competitive situa- 
tion would be a fair one and the 
sales volume of each would depend 
upon how well or ill each served the 
purchasing public. As a matter of 
fact, both methods are needed if 
every section of the country is to be 
adequately served. 

It is too bad that an economic 
problem such as this does not lend 
itself to some plan of visualization. 
In other words, if it were a subject a 
gifted artist could sketch into a pic- 
ture, the faults could be shown up in 
such a way as would make their cor- 
rection easy. It is much more diffi- 
cult to sketch an understandable pic- 
ture with words. Crudely dene it is 
something like this: 

A manufacturer has produced a 
thousand cases of a certain item and 
the goods are in his warehouse ready 
for delivery. He looks out upon the 
consumers of the country, some 
nearby and some far away, and 
realizes that his job is to put his 
goods within the reach of every one. 
A survey of the means available in- 
dicates there are two major methods 
and that to do a perfect job it may 
be well for him to make use of both 


methods. 


Same Functions 


The functions performed by both 
methods are the same but they are 
performed in different ways. Using 
one method he will ship to the 
warehouses of wholesalers allowing 
them the functional differential 
which belongs to wholesaling. The 
wholesalers will break up their ship- 
ments into small units which are 
shipped on to the retailer who in 
turn is allowed the functional differ- 
ential which belongs to retailing. 

In addition in order to get com- 
plete coverage he may sell to the 
large mail order houses. In some 
cases he may ship to a central ware- 
house and the mail order house will 
perform its own wholesaling func- 
tion by shipping in smaller lots to 
its own retail stores where it carries 
on the function of retailing. In this 
case the mail order house performs 
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both functions and is entitled to the 
combined differentials. In other 
cases, however, the manufacturer al- 
though selling to one chain store 
may perform the wholesaling func- 
tion himself by shipping to the indi- 
vidual units of this chain store in- 
stead of to a central warehouse. He 
then performs the wholesale function 
and should reserve for himself the 
wholesale differential. 


On Economic Facts 


Up to this point among those who 
are willing to base their thinking on 
economic facts there is usually gen- 
eral agreement. There is, however, 
some honest disagreement in regard 
to the economical reasonableness of 
including in the price structure quan- 
tity differentials in addition to the 
functional differentials. This does 
not represent conflict between meth- 
ods because if quantity differentials 
are to be established, based not only 
on sound economics but also on 
sound social and moral principles, 
the quantity prices should be made 
available to all those using the quan- 
tity. And it should be emphasized 
that the quantity price must not be a 
substitute for the functional differ- 
entials but is something in addition. 

In other words, if the wholesale 
functional differential on a line were 
25 per cent, to use a round figure, 
there are those who believe that for 
unusual quantities additional dis- 
counts of 21% per cent, 5 per cent or 
sometimes even more should be 
allowed. 

Space does not permit a detailed 
analysis of the disadvantages of 
quantity prices. It has been, how- 
ever, the general theory of Ameri- 
can economic development that no 
business should be penalized jusi 
because it is small. In a_prac- 
tical way, in selling, which is the 
basis of all distribution, it is the 
character and quality of the selling 
done which warrants an extra return 
and not the quantity bought. In 
other words, a retail merchant sell- 
ing $500 worth of merchandise in a 
community of 1000 inhabitants is 
certainly entitled to as low a price 
as the merchant who sells $1,000 
worth in a community of 3000. The 
smaller merchant has done a rela- 
tively better sales job and he cer- 
tainly should not be penalized be- 
cause he happens to be located in a 
smaller community. 


If, however, quantity prices are to 
be used certainly the extra compen- 
sation should not be greater than the 
actual saving made in handling the 
larger order. Needless to say, no 
valid economic reasons can be given 
which will support the plan followed 
during the last several years by cer- 
tain manufacturers who have ac- 
cepted orders from large buyers at 
prices lower than their wholesale 
price less any established quantity 
differentials and frequently at price 
below the cost of production. 

The conflict between a quantity 
price differential and a functional 
differential has very naturally devel- 
oped just as it has because the mail 
order house-chain store method has 
within it a much larger. proportion 
of large buyers than does the inde- 
pendent wholesaler-retailer method, 
and quantity prices give it an undue 
advantage. If in the final analysis 
it really is decided that a quantity 
differential in addition to the func- 
tional differential is economic, there 
is of course no reason why the total 
wholesale buying of the country 
cannot eventually be _ centralized 
through the organization of a few 
large buying groups. As a matter 
of fact, such units are now being or- 
ganized and the wholesale hardware 
industry will be able to meet the 
requirements as to quantity, if the 
better plan of functional differen- 
tials does not win out as it now ap- 
pears as though it would. 


Competitive Methods 


The wholesaler-retailer group is 
beginning to think and work actively 
in an ‘effort to develop facts and set 
up working plans which will make 
its method of distribution competi- 
tive with any other method. Every 
honest effort to accomplish this pur- 
pose certainly should not be opposed 
because of fear that it may hurt us 
as individuals for through a period 
of time it is the success of the method 
that is important. 

Out of a multitude of new ideas 
and plans will probably slowly de- 
velop the one plan which is sound. 
In the long run we cannot help but 
believe that a price structure based 
on the function performed without 
quantity differentials will be the final 
decision. Anything in addition to 
the functional differential should be 
based on the character and quality of 

(Continued on page 62) 
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Seventh of a Series on Show Card Writing 


Single Stroke Roman 


HILE practising single- 

W\ stroke lettering do not hesi- 
tate. Each single stroke 

should be continuous to a given point 
as the arrows and numbers indicate 
and the brush should not be removed 
from the surface until the stroke is 
completed. It is almost impossible to 
make any headway with short stubby 
strokes. Go at it boldly and do not 
stop in the middle of a strok.. If 
you break a stroke, so to speak, and 
attempt to pick it up again you will 
find that it is much more difficult to 
keep it straight. When practicing it 
is better to keep your lettering within 
two inches in height; letters of this 
size and less, will permit the rest- 
ing of the hand on the card. The 
wrist joint or fatty part of the palm 
should rest naturally on the surface 
and the brush held between the 
thumb and first two fingers in exactly 
the same position you would hold a 
lead pencil, keeping the fingers well 
down on the handle just above the 
metal ferrule. Do not hold brush too 


tightly and remember that very little 

pressure is required to produce the 

widest part of the shaded strokes. 
The reader’s attention is directed 
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to the alphabet plate illustrating the 
Capital and lower-case letters, K, L, 
M, N, O. But three basic strokes are 
necessary to construct the Capital 
letter K; these are made as follows: 
Draw two horizontal guide lines 
about two inches apart for the height 
of your letters and select a brush 
which when dipped in the ink and 
flattened out will make a stroke the 
width you desire. Numbers one and 
three are the full width of the brush 
stroke. Number two, the thin stroke, 
is made by rolling the brush on a 
piece of card until it is brought to its 
finest point. The brush is then wiped 
out again to a fan shape and the 
spurs or sharp “nibs” which finish 
off the letter are made, there being 
eight spurs to the Capital letter K. 
The first stroke in making the letter 
L, is the same as stroke one in the 
letter K, and the brush is worked out 
the same as in stroke two. The 
Capital letter M, will be found a 
little more difficult to make but by a 
little practice the beginner will soon 
get the swing. The first stroke in the 
letter M, is a light stroke, stroke two 
is heavy, stroke three is light and 
stroke four is heavy. All strokes be- 








ing made from left to right. The 
little arrows point to direction of 
stroke and the numbers of rotation 
of strokes. The letter M requires six 
spurs to finish it off. The letter N 
is on the same principle as the letter 
M only less difficult to make. The 
letter O, which looks simple, is really 
more difficult to make than the others. 
This, to be properly balanced, should 
be an oval and not a circle, and is 
made by joining two crescents of 
equal proportions at the top and bot- 
tom of the guide lines. It is a good 
plan to place a piece of thin or trac- 
ing paper over these letters and prac- 
tice by retracing over them with a 
small lettering brush; this will be 
good practice for the hand and eye. 

To succeed at show card writing, 
the beginner must work by a plan 
of systematic practicing. Spasmodic 
spurts here and there, when the spirit 
moves you, will only result in an 
absolute lack of interest later on. 
While artistic ability is naturally ad- 
vantageous it is not at all necessary 
that one should be an artist in order 
to learn simple show card lettering. 
After the awkward stage of learning 
to manipulate the brush has passed, 
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satisfactory results depend entirely 
on the amount of time the beginner 
is willing to devote to practice. To 
become proficient at anything that is 
worth while involves a lot of prac- 
tice. The art of salesmanship, guess- 
ing the weight of a parcel of nails 
or learning to play golf cannot all 
be learned in a few weeks. Neither 
can show card writing be learned in 
a few weeks. First of all, the most 
necessary thing is interest—the desire 
to learn. Show card writing must 
appeal to the student. 

Show card ink for brush use should 
always be as thick as heavy cream; 
if used in a watery condition the 
brush will not hold up or keep its 
flat single-stroke chisel shape. This 
is on account of the glue binder, 
glycerine and other ingredients. 

All those who are desirous of mas- 
tering show card writing should see 
to it that they are in possession of 





writing within the reach of the aver- 
age energetic hardware clerk. 

It should be understood that it is 
next to impossible to dip a brush in 
the ink and apply it in lettering in a 
dripping condition. It should first 
be wiped out backward and forward 
on any smooth surface to distribute 
the ink evenly through the hairs and 
at the same time shaping it into the 
proper position for a perfect flat 
stroke. This process must be kept 
up continually while lettering. Even 
a round ferrule brush may be trained 
to do flat strokes with this method. 
It is also equally important, when 
placing brushes away, to press out 
the water by passing the hair through 
the fingers and allowing them to dry 
out in a flat position. Two or three 
rinsings in clean water are necessary 
to remove all the ink from the “heel” 
of a brush. 

Genuine Red Sable brushes are the 
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regular show card brushes. Genuine 
Red Sable show card brushes are 
seldom made over one inch in length 
and are entirely different from those 
made for sign painters’ use. The 
brushes used by sign painters are 
mostly made of fine camel’s hair, 
set in goose quills. The hairs are 
too long and soft for show card let- 
tering, neither will they hold a flat 
chisel edge shape; they also lack the 
proper resiliency for water color 
work, like the firm, elastic hair of 
the Red Sable. 

The single stroke Red Sable show 
card brush together with modern 
show card water color paint or ink, 
has placed the knack of show card 
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best for show card writing on account 
of the resiliency of the hair and their 
perfect adaptability for use in water 
colors. 

The letter “S” requires but three 
single strokes to form its basic parts. 
The first stroke at the top is made 
from left to right (as arrow indi- 
cates). The second stroke is a curved 
center stroke stopping when within 
a fraction of bottom line. The third 
stroke completes the letter. 

Most expert show card writers 
work without resting the hand, using 
a free arm motion. This can only 
be acquired after much practice and 
should not be attempted until the be- 
ginner has complete control of the 
brush. 

The beginner will obtain the best 
results by resting the first joint of 
the little finger on the card or the 
surface he is lettering. This will act 
as a spring and steady the hand and 
allow full use of the three fingers and 
the thumb. Another way is to rest 
the wrist of the right hand over the 
fist of the left hand, or some prefer 
a block of wood about 2 in. thick. 
Do not be discouraged if your work 
lacks that “professional effect”; you 
will surely get there if you will per- 
sistently practice. The show cards in 
this article are not as perfect as they 
appear; reducing a card 14 x 22 in. 
to a little cut 2 x 314 in. makes the 
lettering appear much more perfect. 

The beginner should not compare 
his work to the finished lettering seen 
on high grade lithographs and maga- 
zine advertisements. The lithographer 
in many cases who designs this class 
of lettering may spend a whole day 
or more making the original copy 

(Continued on page 64) 
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Sinclair Hardware Builds Volume 
All Year With Gifts, Toys and Variety 


years ago when Medford, Mass., 
had a population of 20,000, 
Sinclair Hardware Co., 8-10 Salem 
St., has grown and changed with the 
town which now has 60,000 people. 
In that time the store has seen many 
changes—in business conditions and 
buying habits. Lines that were its 
chief source of income years ago are 
now not too active. Today it is a 
hardware and variety store, handling 
some lines which are uncommon to 
the hardware store, yet paints, build- 
ers’ hardware, tools, electric appli- 
ances, etc., are not neglected. 
Speaking of the growth of the store 
and of Medford, E. Archie Patterson, 
manager of the store says, “In these 
years of Medford’s fast growth the 
Sinclair Hardware Co. has been a 


; D yours a business twenty-five 


big factor in supplying the builders, 
with one of the largest builders hard- 
ware stocks in Greater Boston—in- 
cluding nails, electric and hand tools, 
and painters’ supplies. One side of 
the store is devoted to a complete 
stock of gifts and toys which are dis- 
played all the year including table 
and bridge lamps, chinaware, crock- 
ery, glassware, brass goods, alumi- 
num ware, greeting cards, books, 
games, electric appliances and ra- 
dios.” 

Sinclair Hardware advertises by 
means of handbills delivered about 
four times a year, featuring season- 
able lines at attractive prices. Daily 
necessities are also given space in 
these handbills which are taken to 
every home in Medford and vicinity 
—a coverage of approximately 15,- 


000 people in Medford. The fall 
circular advised people to “Stop! 
Buy! Save! At Sinclair’s for fall 
needs” and in large black and white 
box suggested that people “Paint- 
Up, Fix-Up for Fall.” Special prices 
were included on some lines and to 
give variety to the advertisement, at- 
tention was called to gift wares and 
toys. 

These circulars help Sinclair 
Hardware turn over a $2,500 paint 
stock three or four times a year. With 
the exception of three or four weeks 
prior to Christmas paint is always 
displayed in one of the windows— 
and in most of the advertising mat- 
ter it and related lines are given con- 
siderable space. 

Among the unusual lines handled 
are books and greeting cards. For 


Sinclair Hardware Co., Medford, Mass. 
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Christmas, Thanksgiving, Easter and 
other important holidays special 
greeting cards are plainly displayed, 
and an all year round business is 
done on birthday, wedding anniver- 
sary, convalescent and other cards. 
Books of all kinds are carried, and 
those titles not in stock will be 
ordered and promptly obtained. For 
the Christmas season there are about 
400 children’s books, the balance of 
the year the stock runs about 100 
titles. Adults wanting the latest 
“mystery thriller” or popular novel 
will frequently find it in stock. If 
it isn’t there Sinclair Hardware will 
order it. 


From $3.98 to $10.00 


Carts, wheel toys, velocipedes and 
mechanical toys will be found there 
all the year, with a larger and more 
varied stock for Christmas. The fall 
advertisement called attention to 
velocipedes ranging in price from 
$3.98 to $10.00 and carts at four 
prices ranging from $1.25 to $6.98. 

One of the windows shown here 
was given over largely to framed pic- 
tures, prints of well-known master- 
pieces, landscapes, etc. That week 
fifteen dozen were offered and the 
best part of them were disposed of. 
They had been purchased some time 
back and had not moved very well 
—so a special sale was run—al- 
though pictures have long been part 
of the regular lines. Books, a few 
toys and lamp shades added to the 
variety of that window. 

Being used in the warm weather 
season the other window showed 
paints, garden tools and equipment 
intended entirely for amusement— 
tennis rackets, playground equip- 
ment and beach toys. Prices were 
clearly marked as is the usual custom 
in the store’s windows and interior 
displays. 

Clubs and individuals planning 
bridge and other card parties can 
find gift items of a wide variety. 
There is glass ware of varied types, 
colored, plain and fancy; ornamen- 
tal candles; candle sticks; ash re- 
ceivers; imported and domestic pot- 
tery and even some small modern 
statuary pieces. Although not the 
most modern equipment, open type 
display tables are used—some hav- 
ing center portions raised above the 
level of the edges. 


Lamps and lamp shades find favor _ 


with Sinclair customers. Silk, parch- 
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ment and cheaper imitations are han- 
dled in a wide variety as well as 
complete lamp stands of different 
sizes, types and qualities. Lamp 
shades at 15c., 25c. and 39c. made 
a hit recently—two dozen at 15c. 
were sold in three days and Mr. 
Patterson found it necessary to order 
nine dozen more. Silk and parch- 
ment shades range in price up to 
$8.50. Lamps and lamp shades run- 
ning as high in price as $19.00 sell 
in the store. 

There are five sales clerks, under 
the management of Mr. Patterson. 
Since the passing of James Sinclair, 
Mrs. Agnes J. Sinclair has been pro- 
prietor. The building measures 100 


by 150 feet, space 75 by 100 feet be- 
ing given over to the display of mer- 
chandise. In addition to the cellar a 
warehouse having 3300 square feet 
of space is occupied by stock. 

Carrying the variety lines, toys, 
giftwares, books, greeting cards, etc., 
brings Sinclair Hardware many sales 
which might otherwise be lost to 
Boston—the main business center of 
which is a short ride from Medford. 
Last minute needs for parties and al- 
most forgotten but very important 
anniversaries serve the community 
well and build volume for the store. 

Variety is the life of Sinelair 
Hardware. 





Oppose Government Unemployment 
Insurance Say 4,682 Editors 


HE National Industrial Confer- 

ence Board made public on Dec. 

12, 1934, a geographic analysis 
of answers from 4,682 newspaper and 
farm journal editors to a nation-wide 
questionnaire on the state of public 
opinion in their communities concern- 
ing a compulsory government system 
of unemployment insurance. In all 
sections of the country except the Pa- 
cific and Mountain states, a majority 
of these editors report that their com- 
munities are definitely opposed to such 
a system. 

The questionnaire sent out by the 
Conference Board asked editors for a 
specific “Yes” or “No” reply. All an- 
swers which were accompanied by any 
qualification whatever were listed as 
“Doubtful.” Because of their relatively 
small number, such replies have been 
omitted from the tabulations that 
follow. 

Question: “Does public opinion in 
your community favor a compulsory 
government system of unemployment 
insurance?” 

Geographic 

Division 
of Replies Yes No 
New England... 60 or 33.5% 110 or 61.5% 
Middle Atlantic .221 or 40.9% 308 or 57.0% 
E. No. Central .349 or 35.0% 628 or 63.0% 
W. No. Central .449 or 31.9% 916 or 65.1% 
South Atlantic. .116 or 37.8% 184 or 59.9% 
E. So. Central.. 97 or 46.6% 110 or 52.9% 
W. So. Central. .220 or 48.1% 231 or 50.5% 
Mountain 132 or 57.9% 92or 40.4% 
Pacific 205 or 57.1% 145 or 40.4% 

Out of 4,682 editors who replied to 
this question, 1,849 reported that their 
communities favor compulsory unem- 
ployment insurance. Two additional 
questions were asked by the Confer- 
ence Board involving only the commu- 
nities represented by these 1,849 
editors. 


The first query asked whether such 
communities favored federal or state 
action in the administration of com- 
pulsory unemployment insurance. Of 
those editors who answered this ques- 
tion, 75 per cent declared that their 
communities favor exclusive federal 
action; 16 per cent said that commu- 
nity opinion favors exclusive state 
action; and 7 per cent testified thas 
their communities favor joint action by 
the Government and state. 

Twenty-nine per cent of these communities 
favor contributions by the Government, 
employers and workers. 

Twenty-four per cent favor contributions 
by workers only. 

Seventeen per cent favor the Government 
being the sole contributor. 

Thirteen per cent favor employer and 
worker contributions. 

Eight per cent favor exclusive employer 
suppért. 

Four per cent favor contributions by the 
Government and workers. 


The questions concerning a compul- 
sory government system of unemploy- 
ment insurance were included in the 
questionnaire sent out by the National 
Industrial Conference Board during its 
recent survey of public opinion. The 
questionnaire contained 22 principal 
queries concerning current social and 
economic problems. 

Editors were asked by the Confer- 
ence Board to report only the opinion 
of their communities regarding these 
problems. Assurance was given that 
all replies would be held in strict con- 
fidence; that the identity of the papers 
would not be divulged and that the 
results of the inquiry would be pub- 
lished only in the form of totals and 
percentages. The total circulation rep- 
resented by the editors who answered 
the questionnaire is over 24,000,000. 


41 































Carriage and Machine 


Bolts, Ete Window Glass 
Seme Types of Kracuter Funk Crowbars 
Pliers Mop Sticks 
Milerganite Fertilizer Linseed Oil 
Cap and Set Screws Steel Scrap 


DECLINES BECOMING EFFECTIVE 
Disston Cross-Cat and One-Man Saw Handles 


Kraeuter Panches and Celd Chisels 
Non-Indicating Cartridge Fuses 
Hehner Harmonicas Chamois Skins 


Bolt manufacturers, on Decem- 
ber 6th, took steps to remedy the re- 
cent competitive price situation. All 
makers announced a ten per cent ad- 
vance, canceling the last decline of 
October 17th, and affecting carriage, 
machine, plow and lag bolts, etc., also 
nuts. The lowness of costs this fall 
has been so widely recognized that 
probably most distributors’ stocks have 
been kept well filled. It is under- 
stood, however, that the new and higher 
prices became effective on the day an- 
nounced, so there is no extended period 
during which old prices will still pre- 
vail. 

_ * . 

A general advance of ten per 
cent was made on cap and set screws, 
effective about November 26th, and re- 
storing the market to last summer’s 
level, after a very low-price period in- 
tervening. 

* * * 

New list prices have recently 
been issued on steel and brass machine 
screw nuts, with adjustments both up 
and down on the various sizes and pat- 


terns. 
* # # 


The long expected advance in 
window glass occurred on December 
8th. “A” quality window glass has 
advanced from eleven to sixteen per 
cent, “B” quality from ten to fifteen 
per cent, according to the size. This 
sharp change will undoubtedly be re- 
flected immediately in prices to deal- 
ers. A new feature in the latest prices 
is the omission of the boxing charge by 
the manufacturers. 

+ 7 * 


Early orders for screen wire 
cloth have slowed somewhat—many 
dealers having already covered, and the 
remainder being inclined to await the 
approach of the season. Manufactur- 
ers’ schedules are now holding steadily 
Poultry netting prices were well main- 
tained during early selling, and a sat- 
isfactorily large “future” volume has 





ADVANCES BECOMING EFFECTIVE 
BX Armored Cable 


December 
20th 
1934 


been booked by most of the wholesal- 
ers and manufacturers. 
* * * 


Cut nail prices to less than car- 
load buyers have been reaffirmed with- 
out change, at $3.20 base Pittsburgh 
for lots of less than five kegs—or $3.05 
Pittsburgh for larger orders. A change 
in the differential to carload buyers is 
apparently intended to increase the 
distributor’s interest in this line. Wire 
nail prices are also unchanged, but 
the rate of demand has been slowly 
bettering. Despite the winter lull, 
which always affects shipments of wire 
products at this season, and despite 
an operating rate of only about 25 per 
cent, manufacturers are considerably 
encouraged by the frequency of re- 
orders from buyers who for many 
months past have been able to stay 
out of the market completely. 

* *% * 


Henry Disston & Sons on No- 
vember 30th made a reduction in price 
of about ten per cent on cross-cut and 


*% en, 
Odtobern. 






HOW'S the 






Kraeuter & 
Company at the same time marked up 
quotations on some of their higher- 
priced pliers, advancing a few num- 


one-man saw handles. 


bers about ten per cent. They have 
reduced the price on cold chisels and 
punches about ten per cent. Funk 
Forging Company advanced their 
prices on crowbars about ten per 
cent, the first change in their quota- 
tion in a long time. 
* * - 


An advance recently reported 
is one of $2.50 per ton, or about ten 
per cent, on Milorganite, a recently 
popular fertilizer produced by the 
Milwaukee Sewage Commission, and 
marketed through J. Oliver Johnson, 


Inc. 
* * * 


The latest change on linseed 
oil was an advance of one and one- 
half cents per gallon, effective No- 
vember 30th. Turpentine prices have 
remained steady. 

* * * 


Mop stick prices have been gen- 
erally, but irregularly, advanced by 
most manufacturers, averaging per- 
haps ten to 12% per cent. A very 
competitive situation had developed, 
which led to many complaints of op- 
erations at a loss, or without profit, and 
the present effort is said to be only a 
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moderate and needed step toward re- 
covery. 
% & & 


V. & G. Taylor Company, Phila- 
delphia, have bulletined their trade 
November 30th that the present prices 
on tin and terne plates have been re- 
afirmed for shipment during December 
of this year and the first quarter of 
1935. The company is now accepting 
orders for shipment over the period 


mentioned. 
* * * 


Non-indicating cartridge fuses 
have taken a very sharp price drop 
of 33 1/3 per cent, due to a severe 
price-war which has been developing 
among the manufacturers. 


* * * 


Golf club manufacturers, in or- 
der to overcome the handicap of nu- 
merous job lots, which held down sales 
of new equipment this year, have al- 
tered the appearance of club heads 
somewhat in their new spring lines. 
The wood finishes have also been im- 
proved and the makers expect that 
public response to the new changes 
will be good. Golf ball prices for next 
spring will be slightly higher than in 
July, when advances went into effect. 


* * * 


M. Hohner, Incorporated, im- 
porters of German harmonicas, have 
announced general declines in price, 
averaging from 20 to 25 per cent, ex- 
plaining that the advances of about a 
year ago were forced by unfavorable 
exchange, and that recent arrange- 
ments have been made by the manu- 
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WHOLESALE HARDWARE 
COLLECTIONS 


SAN FRANCISCO—The percentage 
of wholesale hardware collections dur- 
ing October to the total amount due 
from customers (outstanding) on first 
of month was 41.3 per cent in 1934, 
and 36.5 in 1933. 


DALLAS—The ratio of wholesale 
hardware collections during October 
to accounts and notes outstanding on 
Sept. 30 was 48.5 per cent, and was 
larger than in the preceding month. 


KANSAS CITY—Wholesale hardware 
outstandings on Oct. 31, 1934, as com- 
pared to Sept. 30, 1934, were minus 
0.6 per cent, and as compared with 
Oct. 31, 1933, were minus 5.3 per cent. 
The amounts collected in October, 
1934, as compared to September, 1934, 
were plus 13.6 per cent, and as com- 
pared with October, 1933, were minus 
1.4 per cent. 


MINNEAPOLIS — October, 1934, 
wholesale hardware receivables were 
99 per cent of those in the same month 
of last year. 


NEW YORK—tThe per cent of whole- 
sale hardware charge accounts out- 
standing Sept. 29, collected in October 
was 45.3 per cent in 1934 and 50.4 per 
cent in 1933. 


RICHMOND—The percentage of Oct. 
1, 1934, receivables collected during 
the month was 50.5 per cent. 


CHICAGO—The per cent of change 
from October last year in wholesale 
hardware accounts outstanding was 
plus 2.6 per cent; collections were plus 
27.1, and the ratio of accounts out- 
standing to net sales was 188.8 per 
cent. 


CLEVELAND—An improvement in 
general wholesale collections has re- 
cently been reported. 


ST. LOUIS—Reports relative to gen- 
eral collections continue to reflect the 
satisfactory conditions that have 
characterized the past several months. 
Various interests reporting on \col- 
lections gave ratings as follows: Fair, 
48.9 per cent; good, 39.2 per cent; 
poor, 4.3 per cent; and excellent, 7.6 
per cent. 


PHILADELPHIA — The ratio of 
wholesale hardware collections to re- 
ceivables was 41.0 per cent in October, 
1934; 35.0 per cent in September, 1934, 
and 41.0 per cent in October, 1933. 


BOSTON—The Federal Reserve Bank 
of Boston does not gather information 
on wholesale trade in its district. 


ATLANTA — The percentage of 
wholesale hardware accounts § and 
notes receivable outstanding at the 
beginning of the month which were 
collected during the month was 42.4 
in October, 1934; 34.2 in September, 
1934, and 32.1 in October, 1933. 





Increases in Wholesale Hardware SALES 
Over Corresponding Months of 1933 
(National Averages) 
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facturers of German products with the 
German government adjusting  ex- 
change valuations in a way sufficiently 
favorable to lessen the burdens against 
German-made goods. 


* * * 


Manufacturers of chamois skins 
have notified their distributors that ef- 
fective January 2d reductions will be 
in force, varying from 10 to 20 per 
cent. In addition, several special num- 
bers will be offered through the job- 
bing trade, which will permit the re- 
tail distributor to meet chain and syn- 
dicate competition. 


* * *% 


With prices reaffirmed and 
steady on steel pipe, distributors report 
a continued though slight increase in 
demand in the last few weeks. This 
has been impressive on account of be- 
ing contrary to the usual and natural 
seasonal swing, and the gain is re- 
garded as very favorable. It is thought 
some belated repair work is being 
done, while in a few sections jobbers 
report that their demand is partly 
traceable to the Government’s home 
repair projects. 


We wish to correct a comment in 
the HarpwareE AGE on October 25th, re- 
garding a general decline in prices on 
extruded padlocks. The prices on ex- 
truded padlocks have been very steady, 
but one or two manufacturers have 
brought out new locks of the same gen- 
eral type, but a cheaper form of con- 
struction, which gave rise to the 
rumor. 

(Continued on next page) 








A 400 per cent increase in 
sales within the past ten months is re- 
ported by Wizard, Inc., manufacturers 
of the Wizard line of mops, polishes, 
waxes, etc., Chicago. Milt Grey, sales 
manager, largely attributes the in- 
creased demand to the new sales pol- 
icy adopted by the company on the 
first of the year. This four point pol- 
icy includes: (1) no sales to chain 
stores or price cutters; (2) larger 
profits to the trade; (3) a thoroughly 
complete line, and (4) a completely 
repackaged and redesigned line styled 
in the modern manner. 


e * * 


The Estwing Mfg. Co., makers 
of steel and leather handled hammers 
and hatchets, announces that present 
prices and discounts are guaranteed 
for the first six months of 1935. The 
company will also continue the policy 
selling only to dependable wholesalers. 


* + 


November department store 
sales, as reported to Federal Reserve 
Banks, reflected marked gains in most 
districts over the same month of last 
year. The only exception was in Bos- 


How’s the Hardware Business ? 


ton, where a decline of one per cent 
was reported. Gains in other Federal 
Reserve districts were: New York, 6 
per cent; Philadelphia, 5 per cent; 
Cleveland, 15 per cent; Richmond, 
17 per cent; Atlanta, 24 per cent; 
Chicago, 16 per cent; St. Louis, 12 per 
cent; Minneapolis, 19 per cent; Kan- 
sas City, 15 per cent; Dallas, 21 per 
cent, and San Francisco, 19 per cent. 


& @ * 


A market signalized by steady- 
ing prices has had an evident effect 
upon trade morale in the hardware 
field during recent weeks. Buying is 
becoming more confident, more general, 
and with a little more reach into the 
future. The well-maintained pace of 
retail trade, with gains over last year’s 
figures practically unbroken, has forced 
buying in nearly all lines and depart- 
ments. Conservatism is still the key- 
note, and even where price moves 
promise some speculative gain, the 
average purchase is moderate. It is 
the total drift of normal, careful or- 
dering, which reaches the factories as 
a volume in distinct contrast to the 
meager pickings of many months pre- 
ceding. 





With the annual inventory period 
at hand, there is reason to believe that 
stock-taking will disclose a healthier 
condition than a year ago in most 
stores and plants. More cautious man- 
ufacturing through the summer and 
fall has had the effect of holding down 
surpluses, and in distributive lines, 
purchases have been kept closer to ac- 
tual demand. 

* * * 

Late news from the retail firing 
line reports the volume of early holi- 
day buying is actually better than ex- 
pected—some say it “opened with a 
bang”—and not many dealers feel at 
this date that they are going to have 
disappointing returns for the month. 
The average store this year seems to 
have put on its holiday dress and readi- 
ness a little earlier than last season, 
and this spirit has in many instances 
definitely encouraged earlier shopping. 

* * *& 


In retail fields other than hard- 
ware, Dun & Bradstreet’s weekly mer- 
cantile review reports that cold 
weather had instilled fresh vigor into 
the flow of merchandise, which, coin- 

(Continued on page 60) 


A Carload of Horse Shoe Nails! 





N Saturday, November 17, this carload of horse shoe 
nails was shipped from The Fowler & Union Horse 
Nail Co., Buffalo, N. Y., to Vought & Williams, New York 
City, the first full carload shipment of horse shoe nails sold 
into New York City in over a quarter of a century. This 
shipment includes 2,323,800 nails filling 1442 boxes 
to shoe 72,618 horses if the maximum 32 to the animal is used. 
Carlos H. French, vice-president and general manager of 
the Fowler & Union Co., points to this shipment as definite 
evidence of the return of the horse in industry, saying “For 
more than 2 years a decided upcurve in the horse nail busi- 
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enough 


of work. 





ness, coming from agricultural regions, proved to us that the 
farmers were on the way back to prosperity and were using 
horses to take up surplus acreage on the farms.” 

Horses now are selling at an all-time high price and the 
national horse population has risen to more than 17,000,000. 
This increase in horses will do much to absorb the production 
from the 30,000,000 acres thrown into surplus crops since 
1920 through the shrinkage of the horse population—and now 
even New York City shows that it has once again ac- 
cepted the horse as the economical method for certain types 
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$125,000,000 For Home Modernization 
Through Better Housing Campaign 


Hardware Trade in Advantageous Position to Help Promote 
This FHA Campaign Which Is Stimulating the Sales of 
Hardware, Paints, Repair Parts and Supplies and Built-In 


Household Equipment 


By L. W. MOFFETT 


Washington Representative of HARDWARE AGE 


r JHE Better Housing Campaign 
of the Federal Housing Ad- 
ministration for the repair, al- 

teration and improvement of real 

property is growing rapidly. There 
are 44,809 insured modernization 
loans, which have a valuation of 

$24,000,000. This represents only a 

part of the money which has been 

used for modernization purposes 
since the Better Housing program 

was actively put into effect some 17 

weeks ago. 

Encouraged and stimulated by the 
governmental action in providing 
credit for reputable property owners, 
$100,000,000 has been invested in 
cash repairs. Therefore, the total 
amount of modernization which is 
directly attributable to the Better 
Housing Campaign is rapidly near- 
ing the $125,000,000 mark. 

In the list of properties tiie 
owners secured funds under the Mod- 
ernization Credit plan, loans on sin- 
gle family houses are far in the lead. 
Approximately 70 per cent of the 
loans made under these terms were 
for this type of house with multiple 
family houses running second. 
Apartments, farm buildings, stores, 
garages, factories and warehouses re- 
ceived only a very small proportion 
of modernization funds. 

While the figures on home mod- 
ernization are encouraging it is quite 
evident that there is still plenty of 
business for the alert hardware sales- 
man. Thousands of commercial 
buildings in the United States, hous- 
ing a large number of workers, are 
badly in need of repair and replace- 
ment. Many of these buildings have 
hardware, lighting, heating and 
plumbing fixtures that are outmoded 
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and which are, in some instances, 
dangerous to the health of the people 
who work there. 

A campaign on industrial build- 
ings, which should be made at this 
time, will probably be exceptionally 
advantageous to the hardware sales- 
man. This appears to be particularly 
true inasmuch as administration offi- 
cials are placing special emphasis on 
this phase of the campaign. 





WE ARE CO-OPERATING 





The FHA Insignia Which Hard- 
ware Dealers May and Should 
Use as Suggested by Mr. Moffett 
in this Article. 


The aggressive salesman will take 
into consideration the importance of 
women in the Better Housing Cam- 
paign for they are credited with de- 
ciding upon from 80 to 90 per cent 
of all home modernization—and 
probably more. This being the case, 
a home canvass should prove alto- 
gether profitable to the hardware 
man. 

In this home canvass the salesman 
should stress the things which are 
made of hardware that lend value, 
comfort and convenience to the home. 


Some of the “built ins,” which are 
allowable under the Modernization 
Credit plan of the Better Housing 
program, are package receivers, ash 
dumps, ventilating systems, fire and 
burglar alarms, dumbwaiters, laun- 
dry chutes, fitted storm doors and 
sash for porches or windows, weather 
stripping, coal chutes and wall safes. 

In selling modernization the hard- 
ware man is being urged to keep in 
mind that the program calls for two 
particularly important things—a na- 
tion-wide campaign to sell the idea 
to the people as a whole and proper 
governmental aid to make participa- 
tion in the program not only finan- 
cially possible by the home owners 
of the country but also financially 
desirable. 

By his cooperation the salesman is 
rendering himself a valuable asset 
to the campaign, as with the proper 
working knowledge of the Moderni- 
zation Credit plan, he can show the 
owners of property that the favorable 
terms contained in this plan make it 
socially a sound debt—one that can 
be paid out of future income but on 
which the payments will not be heavy 
enough to jeopardize his future. 
Thus the reputable property owner 
can hardly fail to take advantage of 
this opportunity. 

The Better Housing Campaign has 
been a valuable ally to the building 
trades and to many other industries 
which have benefited indirectly from 
the drive. To the unemployed work- 
men of the nation, this campaign 
has been a life saver as in every sec- 
tion of the country men are being 
transferred from relief rolls to pay- 
rolls. 

(Continued on page 60) 





















































From Holland 


WARE AGE and am glad ‘to say that your 
yearly book dealing with the names of 
the various manufacturers has caught 
my special attention. 

I have not found another book which 
gives such specific details as yours, and 
because of this, has enabled me to find 
the names of the concerns manufac- 
turing special items in which I am 
particularly interested and which fit 
into my special line of business. 

Ernst JORDAN 


Good Will Builder 


Lone Beacu, Car.— Thanks for 
sending us your latest copy of Harp- 
WARE AGE Directory. It has become an 
every-day necessity in our store and 
is a wonderful good will builder for us. 

So many stores are making the mis- 
take of not, at least, giving the cus- 
tomer the addresses given in same. 
This merely takes a minute and leaves 
a very fine feeling in the customer’s 
mind, even though the store does not 
feel inclined to get the necessary part 
that is usually wanted. 

G. W. Green, Mer., 
Horace W. Green & Sons 


N.R.H.A. Director 


Has First Place 


EvizapetH, N. J.—The Harpware 
AGE issue of “Who Makes It?” has first 
place amongst our directories. It sure 
is a great help. 

Grampp Hdw Company, Inc. 


A Great Service 


MiiwaukeEk, Wis.—We wish to thank 
you for the latest copy of the Harp- 
warE AcE Directory or “Who Makes 
It?” which we received a short time 
ago. This Directory is very valuable 
in locating sources of supply and we 
use it frequently. 

Do not know how we could get along 
without your Directory without great 
expense and inconvenience. There is 
no question about the great service that 
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Many Wholesalers and Retailers Express 
Appreciation for Hardware A ge Directory 
and Catalog Edition Just Out 


Theyre Telling Us 


AMSTERDAM, HoLLanp.—I herewith 
attach my subscription for the Harp- 





you are rendering the Hardware Trade, 
and feel that it is worth many times the 
subscription price of HARDWARE AGE 
which includes both the Directory and 
your semi-monthly trade journal. 

We wish to thank you again and 
certainly hope you will be able to con- 
tinue on with your good work. 

Earv R. Butter, 
G. A. Butter Company 


Beneficial Guide 
Streruinc, Itt.—-I just received this 
year’s issue of the Harpware AGE 
Directory Number. I want to compli- 
ment you and your capable staff upon 
this very splendid book. It is quite 
obvious that such a beneficial guide 
will find an_ enthusiastic welcome 
among Retail Hardware Dealers 

throughout the entire country. 
Thanking you kindly for your past 
cooperation and wishing your Directory 
Number a continued success, we are, 
A. L. Jones, Jr., Advertising Mer., 

Northwestern Barb Wire Co. 


Use It Every Day 


Huntincton, Inp.—We appreciate 
your Directory very much, in fact, we 
use this every day in the year. 

Wickenhiser-Geedy Company 


Hardware Encyclopedia 


New Orveans, La.—We wish to 
thank you for the additional HARDWARE 
Ace Directory for it can be used by 
our Cuban Representative who is leav- 
ing for Havana in a very short while. 

I always keep the Harpware AGE 
Directory in the top right hand drawer 
of my desk where I can readily refer 
to it and so everyone in the office knows 
where to find this hardware encyclo- 
pedia. I consider it the most valuable 


.», book in my buyer’s library and seldom 
/ a day passes that I do not use it to 


obtain the information I need. 

The arrangement and classification 
of the subjects are evidently prompted 
by one who has been in the game and 
understands the requirements of the 
buyer, and I don’t think there can be 
any improvement. I had been out of 
the hardware business for four years, 
and the first act after resuming duties 
of hardware buyer for Woodward, 
Wight & Company was ‘0 obtain Harp- 
wakRE AGE Directory for it is accurate 
and saves time and worry to the buyer. 

A. P. Texapa, 

Woodward, Wight & Company, Ltd. 


Much Valuable Information 


GAINESVILLE, FLA.— This acknowl- 
edges the Harpware AGE Directory. 
This is a very complete book and con- 
tains much valuable information. We 
refer to it often. 

C. A. Pounpb, President, 
Baird Hardware Company 


Valuable Trade Contribution 


Brooktyn, N. Y.—One has only to 
use the Directory or “Who Makes It?” 
issue of HARDWARE AGE, dated Septem- 
ber 27th, 1934, to realize what a valu- 
able contribution to the trade that it 
is both from a dealer’s and manu- 
facturer’s standpoint because it pre- 
sents a tie that properly used means 
business for both. 

For those dealers who will study its 
possibilities it also means an increased 
range of buying knowledge that will 
represent profits to them. 


R. J. ATKINSON 
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Congratulations 


PHILADELPHIA, Pa.—I have just re- 
ceived your Directory Number and 
wish to congratulate you upon it. 

You have done a fine job and you 
and your colleagues should be very 
proud of it. 

The copy of the Directory which you 
sent us, I have passed over to Percy 
Hord, but Harry Rinehart and I would 
each like to have a copy of the Direc- 
tory to keep on our desks. 

Would it, therefore, be possible for 
you to send us two additional copies? 
Georce A. FERNLEY, 

Secretary-Treasurer, 
The National Wholesale Hardware 

Assn. 


Invaluable Aid 


SPRINGFIELD, ILL.—We sincerely be- 
lieve the Directory to be a wonderful 
piece of work and that it is an inval- 
uable aid to the hardware buyer. We 
find it to be all this and more. 

H. E. HorrerKAmp, 
Hofferkamp Brothers 


Inestimable Value 


New Orveans, La.—I am very glad 
to acknowledge receipt of copy of your 
Directory or “Who Makes It?” issued 
September 27. A careful examination 
of this indicates to me that it is very 
well gotten up and I am quite sure it 
will be of inestimable value to us in 
our work, as frequently we have re- 
quests from customers for items that 
are either partly obsolete or that we 
have never handled before. Please 
accept our thanks and keep up the 
good work. 

I. H. Staurrer, President, 
Stauffer, Eshleman & Co., Ltd. 





Comprehensive 


Westptains, Mo.—We received our 
copies of the Directory and have looked 
them over quite carefully. We think 
this issue is very comprehensive. We 
like it much better than the one last 
year. It means a lot of extra work 
but we fully believe the Hardware Mer- 
chants of the country appreciate it 
enough to make it worth the effort. 

R. F. Hitt, Bookkeeper, 
Aid Hardware Company 


Tremendous Work 


TEXARKANA, ARK.-TEX.—I have on 
my desk the issue of the HARDWARE 
Ace of September 27th, and have just 
about finished going through it, and I 
was going to write you a letter to say 
of how much value I consider this di- 
rectory. And surely it contains a tre- 
mendous amount of work, and if used 
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by the trade will certainly be of a great 
amount of value on many items. 

I have spent 35 years in the hard- 
ware game, and it was surprising to me 
as to how many helpful things I find 
included in the issue. I am disposed 
to believe that you will receive a great 
many letters of thanks and apprecia- 
tion for this wonderful piece of work. 

F. E. Puarr, President, 
Buhrman-Pharr Hardware Co. 





Preferred 


Jersey Crry, N. J—I have used your 
Directory continually for the last year, 
and find that it answers my purpose 
satisfactorily. Most guides that I have 
used in the past have been too com- 
plicated and wasted time going over 
pages of no interest to me at all. Yours 
is the book I prefer. 

F. J. Bupp, Purchasing Dept., 
Chas J. Smith & Company 


Most Useful 


MontcGomery, ALA.—We are in re- 
ceipt of the Directory of “Who Makes 
It” and wish to congratulate you as 
we find this to be most useful, having 
located four different manufacturers 
since receiving this issue. 

G. W. Barnett Hardware Co. 


Much Pleased 
Jackson, TENN.— We are much 
pleased with your new Directory and 
find it very useful. 
Hucu C. Ross, 
McGee-Ross Hdwe. Company 
N.R.H.A. Director 


A Necessity 


OmaHa, Nesr.—We have received 
your Directory or “Who Makes It” and 
thank you very much for same. 

There is scarcely a day but that we 
have occasion to refer to it, and to say 
that it is a necessity and very much 
appreciated is the least we can say. 

L. E. Netson, President 
Nelson, Johnston & Doudna 


Permits Quicker Service 


SaLtem, N. J.—Enclosed find our 
check for $2.00 for two years more of 
HarpwareE AGE. 

We use your Directory Number 
almost every day, and it saves us a lot 
of time and also enables us to give 
quicker service to our customers. 

We consider your Directory Number 
one of the best helps that we have and 
now we are used to using it we would 
not know what to do without it. We 
hope you will continue this feature. 


G. W. Cawman & Son 


Business Necessity 


CHATTANOOGA, TENN.—We have re- 
ceived our copy of the directory for 
which accept our thanks. 

Inasmuch as “Who Makes It” is a 
hardware dealer’s necessity, naturally 
we value it very highly and consider it 
the final source of hardware data. 

Cuester C. VARNELL, Megr., 
Chattanooga Hardware Co. 





Great Help 


Natrcuez, Miss.—Directory is O.K. 
and will be a great help at times. 
A. M. Fetus, President, 
Feltus Bros. Hardware Co. 


Larger and Better 

Huntington, W. Va.—Your Direce- 
tory issue or “Who Makes It?” we re- 
ceived in due time. 

We compliment you on this issue as 
we think it is getting larger and bet- 
ter, and more useful all of the time to 
buyers, as it is quite an advantage to 
be able to pick up a catalog like this 
and tell where certain things are made 
that you have forgotten—or never 
knew. 

Foster Thornburg Hardware Co. 


Extremely Valuable 
PirtspuRGH, Pa.— This acknowl- 
edges receipt of copy of “Who Makes 

| 

We want to congratulate you on the 
completeness of this most excellent ref- 
erence book. It comes in very very 
handy. Notwithstanding the fact that 
the writer has been in the Hardware 
business all his life, we find your book 
extremely valuable in hastily determin- 
ing the maker of some particular item. 
A. J. Bruner, Pres. & Treas., 
* James C. Lindsay Hdwe. Co. 


Glad to Have It 


SHELBURNE FaA.tts, Mass. The 
writer wishes to acknowledge receipt 
of Directory Number of Harpware 
AGE received in the mail this morning. 

We are glad to have this in our files 
and thank you for sending us a copy. 

H. G. Hoyt, Vice-President, 
Lamson & Goodnow Mfg. Co. 
Compliments 

EvkuHart, Inp.—We have received 
this morning our advertisers’ copy of 
the Harpware Ace “Where To Buy” 
Directory and while the time has been 
rather limited to scan it, we wish to 
compliment you on the same. 

H. W. Snyper, 
Elkhart Iron Works 
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PROPOSE TOOL, IMPLEMENT CODE AMENDMENT 
REQUIRING DESIGNATION OF FOREIGN GOODS 


Before any product of the tool 
and implement manufacturing in- 
dustry, a substantial part of 
which was made in a foreign 
country, could be placed on the 
market it will have to bear the 
words “Partly Foreign Made,” if 
approval is given an amendment 
proposed by the Supplementary 
Code Authority. The amend- 
ment would also declare it to be 
an unfair practice to advertise 
the article without indicating its 
partly foreign origin. 


Notice was given recently that 
criticism of, or objection to the 
proposed amendment must be 
filed with Deputy Administrator 
H. Ferris White, Room 510, 1518 
K St., N. W., Washington, D. C., 
before Dec. 31. 

The tool and implement manu- 
facturing industry is a division 
of the fabricated metal products 
and manufacturing and metal 
finishing and metal coating in- 
dustry. 





SOUTHMAYD IS SECTY. 
OF CYCLE TRADES GROUP 


L. N. Southmayd was elected 
executive secretary of the Cycle 
Trades of America at a meeting 
recently held at the Hotel Bilt- 
more, New York City. Mr. 





L. N. SOUTHMAYD 


Southmayd was president of the 
Cycle Trades of America from 
1922 to 1927. Association head- 
quarters have been opened in 
Room 3608, Chanin Bldg., E. 42d 
St., New York City. 





CROSS STERILIZED TACK 
WINDOW CONTEST ENDS 
ON DECEMBER 30, 1934 


The window display contest for 
dealers handling Cross Sterilized 
Tacks, sponsored by W. W. Cross 
& Co., Inc., E. Jaffrey, N. H., 
will close Dec. 30, 1934, by which 
date photos and descriptions of 
display windows must be in the 
hands of the company. To date 
the company has been pleased 
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| with entries from representative 
hardware dealers. 

Fifteen prizes will be awarded 
to dealers whose windows fea- 
turing Cross tacks are considered 
best in the opinion of the judges. 
It is not necessary to make any 
purchases to enter the contest 
nor is any fee required. Awards 
will be made Feb. 1 1935. 

The company announced that 
it would like dealers to tell about 
their experiences if Cross tacks 
| have actually increased their 
| 





sales on tacks. W. W. Cross & 
Co., Inc., is supplying no display 
material in connection with the 
contest because it feels that re- 
sults will be much more effective 
if the displays are left entirely 
to the originality of the different 
display men. 

Awards will be: first, $50; sec- 
ond, $45; third, $35; fourth, $25; 
fifth, $20; sixth to tenth inclu- 
sive, $15 each, and eleventh to 
fifteenth inclusive, $10 each. 
Judges of the contest will be‘ 
Charles J. Heale, editor, Harp- 
warE AcE; John W. Stephenson, 
editor, Upholstering, and M. E. 
Wyckoff, eastern manager, Hard- 
ware World. 


NORTH COAST DEALERS 
MEET FEBRUARY 6, 7 


C. G. Jennings, president 
North Coast Hardware & Imple- 
ment Association, has announced 
that the 1935 convention will be 
held at the Multnomah Hotel, 
Portland, Ore., February 6 and 7, 
1935. Association headquarters 
are at 1148 Pacific Ave., Tacoma, 
Wash. 








| Consent Decree 


| 
| 
| 
| 


majority of the Southern 


certain conditions attached to 


under various codes. 


is the steel code under which 





Modified Again 


Through Efforts of the S. H. J. A. 


of the Southern Hardware 


| HROUGH the efforts 
Jobbers Association, the consent decree which has 


been in effect for some years against the large 


hardware jobbers has been 


further modified through formal orders entered in the 
U. S. District Court at Richmond, Va. 

A broad modification of the decree was obtained earlier 
in the year, to permit of compliance with all codes which 
had been approved up to that date; but with reference 
to codes approved or amended after that date, there are 


the modification order which 


later occasioned some trouble and delay in operating 


This latest modification order, in effect, permits of 
operating in accordance with all codes to which the job- 
bers may be subject, heretofore or hereafter approved, or 
as they may hereafter be amended. The only exception 
, on certain products, special 
forms of agreements have been brought out for use with 
the jobbers subject to the decree. 

Thus after nearly a year of persistent effort, the asso- 
ciation has now obtained the broad modification of the 
decree which it originally requested. 





ROBERTSON MANAGES 
MILCOR’S N. Y. BRANCH 


M. G. Robertson has been ap- 
pointed manager of the New 
York branch of Milcor Steel Co., 
Milwaukee, Wis., according to an 
announcement by Louis Kuehn, 
president of the company. Mr. 
Robertson joined the company 
in January, 1934. He has been 





M. G. ROBERTSON 


actively engaged in sales work 
on fireproof building materials 
for more than 13 years, having 
been with a number of the larg- 
est steel companies during that 
time. 

Mr. Robertson is well known 
to dealers, architects and con- 
tractors in New York state and 
throughout the New England 
territory. He received a thorough 
and complete course in engineer- 
ing training with the United 
States Army. 


MERGE LAUGHLIN FIRMS 
AND OPEN A NEW PLANT 


The business of the Laughlin 
Marine Hardware Co., of Pea- 
body, Mass., manufacturers of 
brass and bronze marine hard- 
ware and specialties, is being 
merged with that of the parent 
company, The Thomas Laughlin 
Co., of Portland, Me. The 
change has been made as of De- 
cember 1, and after that date all 
bills will be rendered by The 
Thomas Laughlin Co. 

A new plant with modern man- 
ufacturing facilities has been 
laid out in Portland for the 
manufacture of brass and bronze 
goods. Ample stocks will be car- 





ried to insure prompt service. 
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NORTH JERSEY DEALERS | 
HEAR FHA SPEAKERS 


About 25 members of the North 
Jersey Hardware and Supply 
Assn. attended the organiza- 
tion’s last regular meeting of the 
old year at. the Meyer’s Hotel, | 
Hoboken, N. J., on Tuesday eve- 
ning, Dec. 11. The meeting was 
largely devoted to discussion of 
how hardware dealers can best 
take advantage of the selling op- 
portunity offered by the home 
modernizing campaign now being 
conducted by the Government. 

Under FHA auspices a viso- 
matic illustrated talk was pre- 
sented on “How to Increase 
Your Business Through the 
Channels of the Federal Hous- 
ing Administration.” Following 
this various phases of the plan 
were further explained by Mr. 
Meyers, of the Hoboken cam- 
paign committee, Mr. Carton of 
the Newark FHA State head- 
quarters, and J. M. Witten, as- 
sociate editor, HARDWARE AGE. 

President Demarest Romaine, 
Romaine Hardware Co., Hacken- 
sack, presided at the meeting, 
which was preceded by a dinner. 

A committee comprising 
Messrs. H. H. Ludwig, Skillman 
and Schilling was appointed to 
report on the nomination of offi- 
cers at the next meeting, which 
will be held in Newark on Jan. 9. 





ISSUES WALL PRICE CHART 
FOR WEED TIRE CHAINS 


Dealers offering Weed Ameri- 
can Bar-Reinforced and Weed 
Tire Chains are being offered a 
price list wall chart which shows 
prices on all sizes and types of 
Weed chains for passenger cars, 
trucks and buses as well as on 





emergency units, adjusters and 
tire chain repair parts. The 
price list may be obtained from 
the American Chain Co., Inc.. 
Bridgeport, Conn. It measures 
9 by 24 inches and is included 


sales | 


with a complete set of 
helps and display posters. 
HERCULES POWDER CO. | 
TO TRANSFER SEVERAL 
| 
| 


C. A. Bigelow, manager of the 
Explosive Department, Hercules | 
Powder Co., Inc., Wilmington, 
Del., has announced _ several 
changes in its organization to be | 
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effective Jan. 1, 1935. John K. | 
McCabe, now assistant manager 
of the San Francisco office has 
been made an assistant director 
of sales in Wilmington. 

J. B. Johnson, for the past five 
years superintendent at Hercules, 
Cal., has been named to suc- 
ceed Mr. McCabe as assistant 
manager at San Francisco. 





OPERATING HOURS MAY 
BE CHANGED ON DEC, 31 


A recent bulletin published in 
Washington, D. C., for local re- 
tail code authorities, points out 
that merchants may change their 
operating hours from one group 
to another on Dec., 31, as pro- 
vided in Article V, Section 3 (a). | 
The bulletin says in part: “What- 
ever schedule of hours a mer- 
chant operates under now, he | 
may change to the operating and 
work hours of another group, in 
which case the minimum wage 
will automatically become that 
prescribed in Article V, Section 
1, for the group he selects. It 
should be made clear to all mer- | 
chants that the group they choose | 
on Dec. 31 will apply all through 
the year 1935, since it is ex- 
tremely unlikely that NRCA and 
NRA will approve petitions for 
change next year.” 








THOMAS J. FINN JOINS 

GENERAL CABLE CORP. 

Thomas J. Finn, who has been 
in the industry for 25 years, has 
joined the General Cable Corp., 








THOMAS J. FINN 


| Cordiner has spent more than 15 


420 Lexington Ave., New York | 
City. He will operate in the | 
Metropolitan area for the New | 
York sales district. 


| ment by C. E. Wilson, vice-presi- 


| section at Bridgeport has been 
| appointed assistant manager of 


| of sales development for G. E. 
| radios. 
| ceeded Mr. Cordiner as manager 


GENERAL ELECTRIC ANNOUNCES NEW RADIO 
MERCHANDISING AND MANUFACTURING PROGRAM 


Following the recent announce- 


dent, General Electric Co., Schen- 
ectady, N. Y., that G. E. radio 
receiving sets will be manufac- 
tured at the Bridgeport, Conn., 
works, beginning with the new 
line to be introduced in the late 
summer of 1935 comes the an- 
nouncement of the names and 
functions of the executives who 
will direct the new manufactur- 
ing and merchandising program. 








R. J. CORDINER 


J. A. Proctor has been ap- 
pointed assistant to the vice-presi- 
dent with the responsibility of 
acting for him in general co- 
ordination of radio engineering, 
manufacturing and sales activi- 
ties. He is widely known in 
the radio industry. I. J. Kaar 
will be designing engineer in 
charge of the radio engineering 
section. Over a period of years 
Mr. Kaar made many contribu- 
tions to vacuum tube and radio 
circuit designs at the general 
laboratory of the company at 
Schenectady. R. J. Jenkins will 
be superintendent of radio manu- 
facture. 

R. J. Cordiner, formerly man- 
ager of the heating device sales 





appliance sales in general charge 


C. J. Hendon has suc- 


of heating device sales. Mr. | 


years with the Edison General | 
Electric Appliance Co. and the 
General Electric Co. in various | 


| key merchandising positions. 


B. C. Bowe continues as man- 
ager of sales in the radio sales 
section, which position he has 
held since the section was es- 
He has been 
for many 


tablished in 1930. 
company 


with the 





B. C. BOWE 


years, his position just prior to 
his radio appointment having 
been manager of sales in the 
automotive equipment sales sec- 
tion. 

The general administration of 
the radio department will be in 
the hands of a radio management 
committee of three, with R. J. 
Cordiner as chairman and Messrs. 
Jenkins and Kaar as members. 
Mr. Proctor will be ex-officio 
member. 








Edward O. Winegar, president, 
Reliable Hardware Stores, Inc., 
Buffalo, N. Y., cooperative ad- 
vertising group, whose election 
was announced in the Nov. 22 
issue of Harpware ACE. 
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HARRY C. CARR HEADS 
NRA DISTRIBUTING DIV. 


The National Industrial Re- 
covery Board announced, Dec. 7, 
1934, the appointment of Harry 
C. Carr as acting division ad- 
ministrator of the Distributing 
Trades Division to succeed Rob- 
ert L. Houston, 


who resigned 





HARRY C. CARR 


recently. Mr. Carr was deputy 
administrator in charge of the 
retail section of the distributing 
trades division. 

Before coming to NRA, Mr. 
Carr was managing director of 
the European Marketing Sub- 
sidiary Companies of the Gulf 
Oil Corp., 1928-1932; assistant to 
the president and export man- 
ager of the Sun Oil Co., 1915 
1928, and manager of the rail- 
way supply department of the 
Simmons Hardware Co., St. 
Louis, Mo., wholesale hardware 
distributors, 1911-1914. 

He was born in St. Louis and 
is a graduate of Columbia Uni- 
versity. 


ROGERS REELECTED AS 
MEMA PRESIDENT 


Mason T. Rogers, Multibestos 
Co., Cambridge, Mass., was re- 
elected president of the Motor & 
Equipment Manufacturers Asso- 
ciation, at the annual convention 
held in Cleveland during the 
week of November 19, in con- 
nection with the Automotive Ser- 


vice Industries Show. Others 
elected were: L. L. Smith, B. F. 
Goodrich Rubber Co., Akron, | 


Ohio, vice-president; Gordon H. | 
Groth, Simmons Mfg. Co., Cleve- 
land, Ohio, secretary, and C. P. | 
Brewster, K-D Mfg. Co., Lancas- 
ter, Pa., treasurer. During the | 
convention members of the | 
MEMA Wholesalers Relations 
Committee met with the Motor 
& Equipment Wholesalers Asso- 
ciation for a discussion of the 
“buymanship” program. 
Exhibitors occupied 796 booths 
and there were 12,000 men, dele- 
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| Parts 


| Industrial 


gates to the National Standard 
Association, MEWA and 
MEMA conventions present dur- 
ing the exposition and conven- 
tions. The exposition was not 
opened to the public. 


MOHAWK VALLEY ASSN. 
HAS CHRISTMAS PARTY 


Members of the Mohawk Val- 
ley Hardware Association held 
their annual Christmas party, 
Dec. 8, at the Hotel Utica, Utica, 
N. Y., which was attended by 
dealers as well as wholesalers and 
manufacturers. Following the 
dinner a short business session 
was held. Charles Myers, Sav- 


age Arms Corp., Utica, N. Y., | 
the meeting on the | 


addressed 
manufacture of guns. 

A feature of the entertainment 
program was the dancing of the 
young daughter of Charles 


Hughes, Roberts Hardware Co., 
Utica. 


group. The evening closed with 
singing. 

W. TT. Kellmurray, Doyle 
ganization, conducted the meet- 
ing. John J. Spohn and Secre- 
tary George E. Agen, Roberts 
Hardware Co., provided the eve- 
ning’s program. 


B. P. CLARK MEMBER OF 
ASSOCIATION COMMITTEE 


B. Preston Clark, vice-presi- 
dent, Plymouth Cordage Co., 
Boston, Mass., has been elected 
a member of the executive com- 
mittee of the Associated in- 
| dustries of Massachusetts. The 
|latter group is composed of 
manufacturing companies in the 
state. 








TOY MEN SHOW OPTIMISM AT CONVENTION | 


HELD IN NEW YORK, DECEMBER 5-7 


There was an optimistic spirit 
at the eighteenth annual conven- 
tion of the Toy Manufacturers 
of the U. S. A. held Dec. 5-7, at 
the McAlpin Hotel, New York 
City. W. L. Schurz, Deputy Ad- 


ministrator, Toy and Playthings | 


Industry, Tom Bateman, adminis- 
trative member of the code au- 
thority and O. J. Wieland, direc- 
tor, Compliance Division, ad- 
dressed the Dec. 5 meeting. W. 
. Lehman, president of the as- 


sociation, conducted the annual | 


meeting held Dec. 6 
which was followed by a lunch- 
eon, 

R. S.  Smethurst, assistant 
counsel, National Association of 
Manufacturers, addressed the 
convention. Dr. Grace Langdon, 
director, Educational Advisory 
Service, spoke on the “Trend in 
Consumers and Distributors At- 
tituted Toward Toys,” and Rich- 
ard S. Wanstall, president, Amer- 
ican Toy Managers Association, 
discussed “Improving Distributor 
and Manufacturer Relations.” 
“The Manufacturers Point of 
View,” a paper by Kenneth Col- 
lins, assistant to the president 
of Gimbel Bros., New York City, 
department store, was read by | 
James L. Fri, managing director | 
of the association, as Mr. Collins 
was confined home by a slight 


business 


| illness. 


Miss Irene Blunt, head of the | 
Design Registration 
Bureau, delivered an address on 
“Administration of Copying or | 
Piracy Provisions of the Code.” 
C. Oliver Wellington, Scovell, 
Wellington & Co., discussed “Op- | 





| portunities for Industrial Self- | 
| Regulation Under Cost Condi- | 
| tions.” 


At the annual Christmas dinner 


and smoker, A. C. Gilbert, A. C. 
Gilbert Co., New Haven, Conn., 
presented several reels of movies 
taken on a recent hunting and 


fishing trip in the Canadian 
Rockies. 
W. A. Coventry, Grey Iron 


was 
Vice-presi- 


| Castings Co., Mt. Joy, Pa., 
elected president. 





JAMES L. FRI 


dents are: H. H. Elliott, Halsam 
Products Co., Chicago, Ill., and 
F. J. Hannon, Murray Ohio Mfg. 
Co., Cleveland, Ohio. M. Mich- 
ton, Ideal Novelty & Toy Co., 
Brooklyn, N. Y., was elected 
treasurer. The following direc- 
tors were elected: B. M. Bar- 
ton, Parker Bros., Salem, Mass.; 
G. E. Lyons, Metalcraft Corp., 


| St. Louis, Mo., and Messrs. Gil- 


bert and Michton. James L. Fri 
is managing director with head- 


Each diner received a | 
gift from another member of the | 


Hardware, president of the or- | 


J. E. WOODMANSEE HEADS 
KANSAS CITY CHAMBER 


| J. E. Woodmansee, treasurer 
and general sales manager of the 
Richards & Conover Hardware 
Co., Kansas City, was recently 
| inaugurated president of the 
Kansas City Chamber of Com- 
— Mr. Woodmansee was 





J. E. WOODMANSEE 


chosen as president of the cham- 
ber while he was attending the 
National Wholesale Hardware 
Association Convention held re- 
cently in Atlantic City, N. J. 


NRA APPROVES CODE 
FOR WINDOW GLASS 


NRA recently approved a code 
for the window glass manufac- 


| turing industry, effective Dec. 3, 
| which provides a basic minimum 
| wage of 40c an hour in the North 
| and 35c an hour in the South, 
| and a maximum working period 
| of seventy-two hours every four- 


teen days. 


The code established open 


| price filing, classification of cus- 


tomers and empowered NIRB to 
establish minimum prices in a 


| competitive emergency. 





quarters at 200 Fifth Ave., New | 


York City. H. D. Clark is as- 
sistant director of the associa- 
tion. 


| and saw with black 





| meeting. 


NAME YECIES PRES. 
OF ESSEX COUNTY ASSN. 


Theodore Yecies, L. D. Yecies 
& Son, Inc., was elected presi- 
dent of the Essex County Retail 
Hardware Association at the No- 
vember meeting held at Kruegers 


Auditorium, 25 Belmont Ave., 
Newark, N. J. Charles Prior, 
Roseville Hardware Co., was 


elected first vice-president. Moses 
Prince is second vice-president. 


Emanuel Shaw, Shaw Brothers, 
and Jack Friedman, L. Fried- 
man, were re-elected treasurer 


and secretary, respectively. 

Louis Herman, Goldsmith Ad- 
vertising Co., addressed the 
Members of the asso- 
ciation received the association’s 
emblem—comprising a hammer 
trimming 
and orange background. 
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GEORGE A. FIEL DIED DEC. 9; 
WAS VETERAN ASSOCIATION SECTY. 


George A. Fiel, 70, for nearly 
20 years the secretary of the 


New England Hardware Dealers | 


Association, died on Sunday, 
Dec. 7, 1934. Death occurred at 
his home in Waltham, Mass., 
where he had lived for 40 years. 
His passing closes an interesting 
career of service to the hard- 





GEORGE A. FIEL 


ware trade. He was dean of the 
retail hardware association 
retaries until his retirement early 
this year, due to ill health. Mr. 
Fiel was well known in the trade 
and had attended most national 
retail conventions in the past 20 
years. Frequently he attended 
national wholesale and manufac- 


sec- 


| representative. A 


he also enjoyed a wide acquain- | 


The hardware industry 
Fiel. He 


tance. 
respected Mr. 


OBITUARY 








| office every business day for the 


had | 


builded well his association, con- | 


ducted lively and 
conventions each year 
ton, and for many years man- 


informative | 
in Bos- | 


aged one of the outstanding an- | 


nual convention exhibits. He had 
a great interest in trade as- 
sociation work, was active in 
civic and business organizations 
in Boston and throughout New 
England. 

Mr. Fiel was for many years 
connected with the Dover Stamp- 
ing & Mfg. Co., Cambridge, 
Mass., as New England 
one 


| owned three hardware stores lo- 


Taunton, Mass. 


cated in Waltham, Melrose and 
He joined the 


| New England association in 1907, 


and in 1914 gave up active busi- 
ness to become secretary of the 
organization, which post he held 
faithfully for nearly 20 years. 
He was a member of Monitor 
Lodge No. 198, F.&A.M., and 
Past Grand Governor of Gore 
Lodge, Odd Fellows. He is sur- 
vived by his widow and two 
daughters, Mrs. 
Sweeney and Mrs. Marjorie Bow- 
: Services were held at his 
High St., 


man. 
late residence, 53 


Waltham, Mass. 





FRED H. BERGMAN 


Fred H. Bergman, 68, chair- 
man of the board of the One 
Minute Mfg. Co., Newton, Iowa, 
washing machine manufacturers, 
died recently at this home in 
Newton. He had been prominent 


in the washing machine indus- | 


try for many years, and had 
served during his career as sec- 
retary and manager of the com- 
pany. 


SAMUEL L. REID 


Samuel L. Reid, 62, Topeka, 
Kan., hardware dealer, died re- 
cently at his home in that city. 
He had lived in Topeka since 
1921 and had operated a hard- 
ware and furniture store in Col- 
lege Hill since that time. 


CHARLES WEBBE 


Charles Webbe, 75, for forty 
years in the wholesale hardware 
business in Jacksonville, died 
recently in that city. As a young 
man he entered the Mackett & 
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past 65 years. He was active in 


Richmond’s civic and church cir- | 
: | cles for more than half a cen- 
turers gatherings, among whom | 


tury. 

Mr. Donnan is survived by a 
sister and his brother John, who 
was for many years secretary of 
the Southern Hardware Jobbers 
Association. 


BRADFORD H. DIVINE 


Bradford H. Divine, president 
of Divine Brothers Co., Utica, 
N. Y., manufacturers of tools 


| two years ago was treasurer. 


JOHN F. BAKER 


John F. Baker, 83, Dayton, 
Ohio, hardware dealer for sixty- 
nine years, died recently in that 
city following an illness of six 
months. He was one of the 
founders and a charter member 
of the Ohio Retail Hardware As- 
sociation, served as its first sec- 
retary, became the second presi- 
dent of the group and then until 
Mr. 


| Baker entered the employ of a 


and equipment for grinding, pol- | 


ishing and buffing surfaces. The 
early part of his business career 
was spent in the textile industry. 
Later he was with a bicycle man- 
ufacturer. In 1895 he entered 


| the business of making buffing 


sales | 
time he | 


Frances L. | 


wheels, later taking his brother, 

W. H. Divine, into partnership. 
Mrs. Divine, a and _ his 

brother, W. H. Divine, survive. 


son 


GUS BALDWIN 


Gus Baldwin, who had been 
doing special contact work for 
A. Baldwin & Co., Inec., New 
Orleans, La., wholesale hardware 
distributor, for the past 
years, died recently. 
suffering from high blood pres- 
sure he had been in fairly good 
health of late. He had been 
affliated with A. Baldwin & Co., 
Inc., practically all of his life. 


| Mr. Baldwin had also been ac- 


Doremus Hardware Co., as office | 


boy. 
as its president. II] health ne- 
cessitated his living in North 
Carolina and later in Florida. 

Mrs. Webbe, a and a 
daughter survive. 


son 


ANTON FECKLER 


Forty years later he retired | 


Anton Feckler, for many years | 


in the hardware and implement 
business in Kensal, N. D., died 
recently following a long illness. 


DOMINIC KLEIN 


Dominic Klein, 60, Burt, N. D., | 
died recently at a Bismarck hos- | 


pital. 


WILLIAM S. DONNAN 


William Stewart Donnan, 86, 
president, W. S. Donnan Hard- 
ware Co., Richmond, Va., died 
recently following a brief illness. 
Since his youth he had been con- 
nected with the firm, which was 


established by his father, and had 


until his last illness been to his | 


tive in the aviation business. 

He was well known to the 
trade and attended jobber asso- 
ciation conventions. 


WILLIAM RUSSELL 


William Russell, 53, for 25 
years manager of the retail de- 


few | 
Although | 


| 
| 
| 
| 
| 


partment of the Buhrmann-Pharr | 


Hardware Co., wholesale hard-* 
ware distributors of Texarkana, | 
Tex., 


ALMOND WINN 
Almond Winn, Kanorado, Kan., 
hardware and implement dealer, 
died recently in California, where 
he had lately made his home. 
His son, W. E. Winn, survives 

and conducts the business. 


WILLIAM P. HEISKELL 

William P. Heiskell, 85, for- | 
mer general manager of Ott- | 
Heiskell Hardware Co., Wheel- | 


| ing, W. Va., wholesale hardware | 
| distributors, died recently at his | 





home in Cannes, France. He | 
first associated with Ott Brothers | 
Hardware Co., becoming general 
manager when the Ott-Heiskell 
organization was formed. He re- 
tired a number of years ago and 
had long lived abroad—first in 
Italy and later in France. 


died December, 3. } 


hardware store in 1864, later be- 
coming a partner of A. C. Marsh- 





JOHN F. BAKER 


all. Later the partnership was 
dissolved, Mr. Baker becoming 
owner of the entire business. He 
was a director of the Merchants 
National Bank & Trust Co., until 
his death, having been a member 
of the board for thirty-two years. 

Mrs. Baker, his son, Frederick 
M. Baker, and a daughter survive. 


S. PERRY 
S. Perry, Oakland, Calif., hard- 
ware man formerly of the Broad- 
way Hardware Store, died re- 
cently. 


J. FORREST HAHN 


J. Forrest Hahn, vice-president 
and treasurer, National Enamel- 
ing & Stamping Co., Milwaukee, 
Wis., died recently from a heart 
attack at his home in Fox Point, 
a suburb. He was born in Mil- 
waukee in 1892 and spent most 
of his life there with the excep- 
tion of several years when he was 
in charge of the Malleable Cast- 
ings Co., Beaver Dam., Wis. He 
became an executive of the Na- 
tional Enameling & Stamping 
Co. in 1927. 


CHARLES D. COURTNAY 

Charles D. Courtnay, 70, for- 
mer floor manager of the Gross 
Hardware Co., Milwaukee, Wis., 
for more than 20 years, died re- 
cently after a long illness. 


5h 








A. FRED THRASHER 


A. Fred Thrasher, 53, for more | 
than 25 years in the retail hard- | 
ware business in Bloomington, 


Ind., died recently at his home. 
For 20 years he was with the 
F. B. Vanzah Hardware Co., the 
last five years of that time as 
manager. Eight years ago he and 
his brother, the late Bert 
Thrasher, formed their own busi- 
ness, Thrasher Bros. Hardware. 





JOHN A. MARTIN 


John A. Martin, 82, Wyoming 
Hardware Co., Cheyenne, Wyo., 
died recently at his home in that 
city. He first went to Cheyenne 
in 1872 and was the last terri- 
torial sheriff of Laramie County. 
He served as county commis- 
sioner of Laramie County from 
1892 to 1894. Mr. Martin was 
presidential elector for Wyoming 
in 1896 and served the city of 
Cheyenne as councilman from 
1909 to 1911 and later from 1916 
to 1918 was city finance officer. 
He had conducted the Wyoming 
Hardware Co., for 40 years. 

Mrs. Martin, three daughters 
and a son survive. 





CHARLES H. ROWLSON 


Charles H. Rowlson, 79, E. C. 
Atkins & Co., Indianapolis, Ind., 
representative, died at his home 
in Oak Park, Ill., Dec. 1, fol- 
lowing a brief illness. He had 
been with the Atkins branch 
house at Chicago for 25 years 
and was well known to the trade. 

Mr. Rowlson was a member 
of the Pioneer Club, Atkins 20- 
year service organizatior. 





ALOYS BILZ 


Aloys Bilz, 93, until his retire- 
ment a year ago one of the oldest 
active hardware dealers in the 
country, died November 28 at his 
home in Spring Lake, Mich. 
Born in Bohemia he came to this 
country as a boy, and went to 
Spring Lake in 1866, where he 
entered the employ of a hard- 
ware store. He was in the hard- 
ware business for seventy-nine 
years. Mr. Bilz was the first 
president of the Spring Lake 
State Bank, and served as an in- 
corporator of the village, of 
which he was president for many 
years. 





WILLIAM H. WAGNER 


William H. Wagner, 57, Utica, 
N. Y., hardware dealer, died re- | 
cently, following a long illness | 
that forced him to sell his store | 


and retire three years ago. At 


the age of 17 he entered the hard- | 


ware business founded 20 years 
before by his grandfather. 


52 


Three daughters survive. | 


| THOMAS M. GARDINER CO. 
MOVES TO NEW 
QUARTERS 


San Francisco, Calif., manufac- 
turers representatives, formerly at 
112 Market St., is now located 
at 711 Walker St., to which the 
company wishes orders and cor- 
respondence addressed. The 
company covers the territory 
from Denver, Colo., west to 
the Pacific Coast, for: Luther 
Grinder & Tool Co., Milwaukee, 
Wis.; Budke Stamping Co., 
Canonsburg, Pa., stove pipe, el- 
bows and dripping pans; Abegg 
& Reinhold Co., Inc., Los An- 
geles, Calif., cold chisels, star 
drills, wrecking bars, etc., and 
A. C. Williams Co., Ravenna, 
Ohio, cast iron goods. 





COMBINE REFRIGERATOR 
PLANTS IN DETROIT 


Recently Dallas E. Winslow, 
Inc., moved its three refrigera- 
tor manufacturing subsidiaries to 
the plant at Holden and Lincoln 
Avenues, Detroit, Mich., formerly 
used by the Lincoln Motor Car 
Co. Manufacturing facilities of 
the Copeland Refrigerator Corp., 
formerly of Mt. Clemens, Mich., 
Trupar Mfg. Co., Dayton, Ohio, 
and Zerozone Refrigerator Corp., 
Chicago, were moved to the plant 
in Detroit. The companies make 
refrigerators and commercial 
condensing units as well as air 
conditioning equipment. 





LOS ANGELES AGENT 
HAS NEW HEADQUARTERS 


W. H. Steel Co., manufactur- 
ers’ representatives, has moved 
to new quarters at 201 Calo 
Building, 443 S. San Pedro St., 
Los Angeles. Display rooms and 
warehouse space adjoin the com- 
pany’s office. 


GUS A. DAFFINRUD 


Gus A. Daffinrud, 61, who op- 
erated a hardware store in Haz- 
en, N. D., for more than 20 years, 
died recently in that town. 








LEON M. HUNTER 


| Leon M. Hunter, Willard, Ohio, 
hardware dealer and civic leader, 
died recently, as the result of an 


| automobile accident. 





ELMER O. WHITNEY 


Elmer O. Whitney, president, 
| Whitney Bros., Santa Cruz, Calif., 
died recently. He had been en- 
| gaged in the business continu- 
| ously since 1889. 


The Thomas M. Gardiner Co., 


| MARSHALL WELLS CO. CONVENTION MEETS 
JAN. 28-30, 1935, IN DULUTH, MINN. 


Seth Marshall, president of the 
Marshall Wells Company, Duluth, 
Minn., has announced the eighth 
annual Associated Hardware 


at Duluth, Minn. 

Four hundred or more dealers 
and salesmen from the States of 
North Dakota, South Dakota, 
Montana, Minnesota, Wisconsin 
and upper Michigan are ex- 
pected to attend. Because of an 
improvement in business condi- 
tions Marshall Wells expects the 
largest attendance that they have 
ever had. 

Many of the dealers are ex- 
pected to spend the entire week 
in going over the spring lines. 
During the sessions much stress 
will be laid on giving the inde- 


pendent dealers information on 








SAN FRANCISCO KETTLE 
HEARS BEN HALLIDAY 


Ben Halliday, sales manager, 
Dunham, Carrigan & Hayden 
Co., San Francisco, Cal., ad- 
dressed a recent meeting of the 
San Francisco Pot and Kettle 
Club on the “Home Owned” 
stores movement, and urged sup- 
port of that plan by factories, 
factory representatives and local 
jobbing houses. At another 
meeting Bert Howell gave an ac- 
count of his trip and observations 
while at the joint convention of 
the manufacturers and jobbers 
held in October in Atlantic City. 

The first meeting in December 
was addressed by Osgood Mur- 
dock, who spoke on the house- 
wares directory. Bruno Kaufner, 
chairman of the Christmas Party 
Committee, reported that the 
Christmas Party would be held 
Dec. 22. 





AMEND LICENSE FOR 
WOOD TURPENTINE, 
ROSIN 


An amended license for the 
wood turpentine and wood rosin 
industry was recently signed by 
Secretary of Agriculture Henry 
A. Wallace, to become effective 
as of December 5, according to 
an announcement by the Agri- 
cultural Adjustment Adminis- 
istration. 

The amendment names the 
control committee for the license 
as follows: L. N. Bent, Wilming- 
ton, Del.; S. L. Spitz, New York 
City; Dr. F. W. Kressman, Lau- 
rel, Miss.; George R. Tennant, 
Hopewell, Va., and R. L. Diggs, 
Jacksonville, Fla. 

Copies of the amended license 
may be obtained at the office of 
the Chief Hearing Clerk, Agri- 
cultural Adjustment Administra- 
| tion, Washington, D. C. 








Stores and Salesmen’s Conven- | 
tion for Jan. 28, 29 and 30, 1935, | 





new merchandise, 1935, sales 
programs, and improving their 
sales and merchandising meth- 
ods to keep pace with present 
competition. 

It is expected that one or two 
nationally known speakers in the 
hardware industry will be pres- 
ent, in addition to the speakers 
on the staff of the Marshall Wells 
Company. 

KANSAS CITY DEALERS 

HEAR CONGRESSMAN 


Hon. Joseph Shannon, Mis- 
souri member of Congress, ad- 
dressed Kansas City Hardware 
Club, at the annual meeting held 
at the Ambassador Hotel, Kan- 
sas City, Mo., on the subject 
“Government in Business.” Her- 
bert J. Hodge, Abilene, Kan., 
secretary, Western Retail Imple- 
ment & Hardware Association, 
gave a brief talk on the associ- 
ation’s forty-sixth annual conven- 
tion to be held in Kansas City, 
Jan. 15-17. 

J. E. Woodmansee, treasurer 
and general sales manager, Rich- 
ards & Conover Hardware Co., 
Kansas City, wholesale hardware 
distributors, spoke on the prob- 
lems of mail-order and syndicate 
competition. Mr. Woodmansee, 
who is president of the Kansas 
City Chamber of Commerce, 
spoke of the deficit of the recent 
charity drive. 

J. F. Goodman, chairman, 
trade relations committee, West- 
ern association, gave a humorous 
talk. 

E. A. BERGERON HEADS 

DULUTH MERCHANTS 

ASSN. 


E. A. Bergeron, Kelley-Duluth 
Hardware Co., Duluth, Minn., 
was elected president of the Du- 
luth Retail Merchants’ Associ- 
ation at the recent annual meet- 
ing. 


REPUBLIC STEEL NAMES 
FOUR DISTRIBUTORS 


N. J. Clarke, vice-president in 
charge of sales, Republic Steel 
Corp., Youngstown, Ohio, has 
announced three new warehouse 
distributors of Enduro Stainless 
Steel: Buhl Sons Co., Detroit, 
Mich.; F. W. Heitmann Co., 
Houston, Tex., and The Wood- 
ward Co., Albany, N. Y. There 
are now 45 warehouse stocks of 
Enduro Stainless Steel in prin- 
cipal cities. 

Mr. Clarke has also announced 
the appointment of Steel Prod- 
ucts Co., McKees Rocks, Pa., as 
warehouse distributors of Re- 
public’s Toncan Iron sheets in 
the Pittsburgh area. 


HARDWARE AGE 
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What's New 


for Retail 


Hardware Stores 


“Red Devil” Sandpaper Holder 


The “Red Devil” Sandpaper Holder was 
designed especially for the new handy size 
sand and emery papers. Of all steel con- 
struction with novel locking device, for use 





of cabinet makers, painters, model makers 
and handy men. In addition to its use 
with abrasive papers, it will also hold felt 
for polishing and may be used as a blotter 
pad. Suggested retail selling price, 25c. 
Circular matter available. Landon P. 
Smith, Inc., Irvington, N. J. 


Portable Folding 
Wash Basin Rack 


This rack for use where space is lim- 
ited such as garages, small yachts, tourist 
cabins, etc., is made of light but strong 
iron frame and includes basin, soap dish 
and bar for towels. Basin folds into frame 
and encloses soap dish when not in use. 





Easily adjusted to any height as back of 
frame is suspended from a wall or door 
by two hooks. When collapsed only a 
minimum of space is occupied. Weight 
3 lb. Suggested retail selling price, $1.50. 
Dealer discount 33 1/3 per cent. Hy-Tools, 
Inc., 13 Penfield St., Buffalo, N. Y. 
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New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 


0 eee ee eee 














Marvel Dust Spray 
Dog Repellent 


Marvel Dust Spray is for keeping dogs 
and cats away from evergreens, flowers 
and lawns. It is in powder form and it has 
an odor which is unpleasant to dogs and 
cats. The maker states that it is harmless 
to human beings, animals, shrubs and 
flowers, that it won’t deteriorate in stock 
and that one application lasts weeks as it 
takes many rains to wash its effectiveness 
away. It is also suggested as a means of 
keeping animals away from garbage and 
rubbish receptacles. Dealers are offered 
1 doz. of the size listing at 15c., and 1 doz. 
of the free gift sample size for $1, prepaid 
east of the Rockies. A window display 
card is included. Mell-Norr, Fort Wayne, 
Ind. 


Seymour Smith Improved 
Hedge Shears and Display 


The Seymour Smith Lightning Clipper 
Hedge Shear Display, illustrated, is printed 
in silver and black on brilliant orange 
card stock. Similar display available for 
Seymour Smith’s Ezy-Cut Hedge Shears. 
Both displays easily set up in window or 
inside store. Furnished free to dealers. 
In future Seymour Smith Hedge Shears 
will be ground by a new process giving 
inside or cutting surfaces of blades a very 
decided hollow ground treatment, making 





these shears cut easily and hold their 
edges for a long time says the maker. The 
shears illustrated have serrated or saw- 
toothed blade which tightly grips twigs 
and makes hedge trimming easy. Blades 
hardened and tempered, beautifully ground 
and finished. Early this coming spring the 
company will advertise its pruning tools 
in a complete national campaign of con- 
sumer papers—which will be supplemented 
with a large selection of dealer helps. 
“Secrets of Success in Pruning,” a thirty-six 
page instruction booklet, measuring 5 by 7 
inches and attractively printed is com- 
pletely illustrated. It was written by a 
well-known pruning authority. Sample 
copies available to dealers, who may obtain 
them in larger quantities for distribution 
to customers. Many attractive sales folders, 
boxes, display cartons, etc., have been de- 
signed to help dealers. The line has been 
enlarged by the addition of several items 
including the new “Clipper” Pruner, listing 
at $1.00. Seymour Smith & Son, Inc., Oak- 
ville, Conn. 





Norwood Welded Flower Guard 


The Norwood welded flower guard is 
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made throughout of No. 11 gage, heavily 
galvanized, high copper content wire. Of 
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attractive design. Easily erected by plac- 
ing hands on top, and foot on lower cable, 
and pressing it into the ground. It is 
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scientifically welded and durable. H. L. 
Brown Fence & Mfg. Co., Cincinnati, Ohio. 
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Keystone Home Workshop 
Alloy Steel Jointer Knives 

Offered for the home craftsman the Key- 
stone Home Workshop Alloy Steel Jointer 
Knives are made in sets of three knives of 
proper length, width and thickness to fit 








the popular jointers on the market. The 
4 in. and 4% in. lengths list at $2.00 per 
set, the 6 in. length at $2.85 per set. Henry 
Disston & Sons, Inc., Philadelphia, Pa. 


“Silver King’ Aluminum 
Streamlined Bicycle 


Made of aluminum alloy and stainless 
steel, the “Silver King” bicycle has high 
power “bullet” style headlight with 6 volt 
bulb and powerful reflector—light being 
built-in. Main frame extends to rear wheel 
in one piece and then branches to rear 
hub. Reflecting tail light has extra large 
size 2-inch diameter red crystal reflector 
encased in streamlined aluminum. Chain 


guard—a regular feature on both men’s 
and women’s models prevents clothing 


Right 


from having contact with chain. 





crank “offset” to give ample clearance for 
chain guard. Available with one of three 
well-known coaster brakes. Troxel No. 60 
DeLuxe large size motorcycle style saddle. 
Chrome aluminum mud guards. Front 
fork, one-piece reinforced front fork with 
chromium plated tubular truss rods. Sug- 
gested retail selling price, $42.50. Sug- 
gested dealer cost, $31.50 for men’s model 
and $32.25 for women’s model. Monark 
Battery Co., Inc., Bicycle Division, 4556 
W. Grand Ave., Chicago, Il. 


Stearns No. 60 34 Inch 
Self-Closing Faucet 


Made of close grained gray iron, fin- 
ished with bright heavy cadmium plate. 





The maker states that when locked it 
cannot be opened, and guarantees it will 
hold all non-corrosive liquids such as pe- 
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troleum products, alcohol, etc. Interior 
metal parts cadmium plated. Valve fac- 
ing is a specially filled leather disk, im- 
pervious to non-corrosive liquids, which 
does not soften or harden as the result of 
their action, says the maker. Has % in. 
U. S. Standard pipe thread, % in. flow. 
Packed six in a box, weight 144 lbs. each. 
List price 60c. E. C. Stearns & Co., 
Syracuse, N. Y. 


“Tip” Knife For Paring 


This knife has a handle which extends 
over the top of the blade to keep the in- 
dex finger from reaching over the blade 
for the purpose of preventing irritation to 
the finger. Blade is short to enable accu- 
rate control of knife, says the maker. Mea- 


Kas e w 


sures 644 in. long. Blade is full ground 
stainless steel; handle is of cocobolo wood, 
fastened securely to a half tang with large 
brass compression rivets. List price, 25c. 
Tip Knife Co., 110 E. 42d St., New York 
City. 


C-K-R Co. Issues 
Illustrated Catalog 


C-K-R catalog No. 332 shows steel goods, 
garden trowels, weeders and forks, juven- 
ile garden sets, corn planters, hay knives, 
hose reels, mop sticks, camp stools, folding 
chairs, pliers, etc. Each item is clearly 
illustrated and completely described. The 
C-K-R Co., 1836 Euclid Ave., Cleveland, 
Ohio. 





G.E. Single Filament 
Automobile Lamp No. 1321 


This prefocused, single filament automo- 
bile lamp for spotlight and auxiliary driv- 
ing light service is offered to make possible 
design of smaller auxiliary equipments in 
keeping with the modern trend toward 
streamlining. Known as Mazda Lamp No. 
1321 it employs a 32 candlepower, 6-8 volt 
filament. General Electric Co., Incandes- 
cent Lamp Department, Nela Park, Cleve- 
land, Ohio. 


“Rubyfluid” Soldering 
Flux Has New Label 


“Rubyfluid” Soldering and Tinning Flux 
now has a new label, of modern design 
printed in orange, red and black. The 
label states that it is non-corrosive, non- 
explosive and for all metals except alumi- 
num. The %-pint container is round, 








while the pint, quart and gallon contain- 
ers are of oblong square shape. Each has 
the same label. Five, 30 and 55 gal. con- 
tainers are in the form of steel drums. 
The Ruby Chemical Co., 68-70 McDowell 
St., Columbus, Ohio. 





Window Display Piece For Electric Junior Garden Hose 


This attractive lithographed display 
piece comprises three cards, each in color, 


shows children, a dog and a hose in a 
warm weather setting. Available with an 





the center card measuring 36 in. high. 
Printed in six colors it is the work of a 
well-known artist. The smaller cards call 
attention to Electric Junior garden hose 
and other garden needs. The center piece 


order of 1000 feet or more of hose. A 
folder illustrated the display in colors to- 
gether with some of the company’s line. 
Electric Hose & Rubber Co., Wilmington, 
Del. 
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Industry Has Courage But 
Capital Needs Assurances 
By G. L. LACHER 


Dumpty, fell off the wall. The result 

was disastrous because prosperity in 
this country depends on quantity output. 
When volume fell below the level support- 
ing fixed charges, profits disappeared and 
deficits piled up, and subsequent attempts 
to -cut down overhead, whether by reduc- 
ing personnel or by reorganizing financial 
structures, led to further destruction of 
buying power, either through loss of jobs 
or loss of capital. 

In the securities markets the disappear- 
ance of business profits gave new impetus 
to liquidation. Securities held by banks as 
collateral were dumped for what they 
would bring as values descended toward 
the level of loans. These forced sales de- 
pressed the market further, precipitating 
new waves of sales. Deflation became 
cumulative and gathered momentum. Bank 
failures increased, A money panic set in, 
marked by large domestic and foreign 
withdrawals of deposits. Finally a bank 
holiday had to be declared. 

The recovery from that crisis is familiar 
history. Hoarding was stopped and ex- 
ports of gold were banned. Today the cure 
has been so complete that it is hard to real- 
ize that only 20 months ago our banking 
system was prostrate. Excess reserves of 
member banks of the Federal Reserve total 
$1,900,000,000, or enough to support 18 
or 19 billion dollars of credit. The in- 
crease in our monetary gold stock during 
this year has been largest in history, total- 
ing more than $1,250,000,000 without in- 
cluding the gain due to the revaluation of 
the dollar. So large have our gold stocks 
become, totaling 3714 per cent of the 
monetary gold holdings of the entire 
world, that the Treasury Department has 
felt free to terminate its controls on pur- 
chases of foreign exchange. 

This action, besides signalizing com- 
plete recovery from the conditions which 


I 1929 industrial volume, like Humpty- 


precipitated the banking crisis, also served 
notice on the world that our Government 
intends to keep the dollar stable at its pres- 
ent level. The chances of currency infla- 
tion have therefore been rendered remote. 
On the other hand, the opportunities for 
credit expansion are great, as attested by 
the abundant idle reserves of the banks. 

Credit expansion, however, requires bor- 
rowing, and borrowing calls for confidence. 
Confidence in the banks has been restored, 
but the confidence needed to bring out 
funds for capital investment is still lacking. 
New corporate capital issues are still at a 
low level. In 1931, an early depression 
year, they averaged $129,221,000 a 
month. In the month of July, 1933, they 
rose to $52,760,000, but after that they 
slumped again, averaging only $13,382,- 
000 for the year. In the first nine months 
of this year they averaged less than 15 
millions monthly. 

These figures are significant because 
most of our unemployment is in the capi- 
tal goods industry. Until capital again 
flows into investment, our greatest prob- 
lem, that of getting the idle back to work, 
will remain unsolved. To berate business 
men for lack of courage, as a prominent 
Administration official did in a recent ad- 
dress, is a waste of breath. It is not busi- 
ness men who lack courage, but the anony- 
mous millions who have managed to hold 
on to a few dollars through the vicissitudes 
of five years of depression. They are still 
reluctant to risk their savings and their con- 
fidence must be won. 

The investor does not fear heavy taxes 
per se; what he fears is that swelling Gov- 
ernment expenditures will get out of hand. 
To him the size of current expenditures, 
necessarily large under present conditions, 
is not so important as the attitude of the 
Administration toward future spending. 
A definite repudiation of the left-wing phil- 


osophy that we can spend our way out of 
(Continued on page 58) 
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Lynpuurst, N. J.: Provide names 
and addresses of several manufacturers 
of snow ploughs.—Louis Levine. 

ANSWER: Carl H. Frink, 213 Well 
St., Clayton, N. Y.; Good Roads Ma- 
chinery Corp., Kennett Square, Pa., and 
Russell Snow Plow Co., Ridgway, Pa. 


eS @& © 


New York City: Who makes wood 
sled backs or guards?—H. G. Salzman. 

ANSWER: S. L. Allen & Co., Inc., 
3425 N. Fifth St., Philadelphia, Pa.; 
C. J. Johnson Co., Bradford, Pa., and 
Paris Mfg. Co., South Paris, Maine. 


* + 


Quincy, Itt.: Who makes Vulcatex 
caulking compound?—Tenk Hardware 
Co. 

ANSWER: A. C. Horn Co., Hancock 
and Bodine Sts., Long Island City, 
N. Y. 

* * * 

New Kensincton, Pa.: Who makes 
the American food chopper ?—Johnston 
Hardware Co. 

ANSWER: Enterprise Mfg. Co. of 
Pennsylvania, Third and Dauphin Sts., 
Philadelphia, Pa. 

* # & 

New York City: Who makes the 
Three in One nickel plated screw 
driver ?—John H. Graham & Co., Inc. 

ANSWER: E. Edelmann & Co., 2332 
Logan Blvd., Chicago, Ill. 


* + 


Oak.anpb, Cat.: Who makes an elec- 
tric pencil for writing on paper or 
leather ?—Maxwell Hardware Co. 

ANSWER: Presto Electric Co., 32 W. 
20th St., New York City. 

* * *& 

LaNsForbD, Pa.: Furnish names and 
addresses of several manufacturers of 
stools or chairs for barroom use.— 
Brown Hardware Co. 
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tion or issue. 


ANSWER: M. Reischmann & Son, 
456 Fourth Ave., New York City; Hey- 
wood-Wakefield Co., 516 W. 34th St., 
New York City, and Thonet Bros., Inc., 
33 E. 47th St., New York City. 


* + 


Sreruinc, Kan.: Who makes McCord 
auto heaters?—The Hanlon Machinery 
Co. 

ANSWER: McCord Radiator & Mfg. 
Co., 2588 E. Grand Blvd., Detroit, Mich. 


. £2 & 


Lwerty, N. Y.: Who makes Silex 
coffee makers?—Floyd E. Hardie. 
ANSWER: Silex Co., Hartford, 


Conn. 
* * * 


Wituiamsport, Pa.: Who makes art 
paper for bath room windows?—Wil- 
liamsport Hardware Co. 

ANSWER: Windowphanie Co., 11 E. 
14th St., New York City. 


* + * 


Bucxsport, Maine: Who makes 
Viscol for waterproofing leather?—H. 
C. Page. 

ANSWER: Viscol Co., Cambridge, 
Mass. , 


* + 


Essex Junction, Vt.: Where can 
we get repairs for a gasoline engine 
manufactured by the Jacobson Machine 
Mfg. Co., Warren, Pa.?—J. R. Baker 
Co. 

ANSWER: Jacobson Engine Works, 
Titusville, Pa. 


* * 


BETHLEHEM, Pa.: Who makes a 
spray or deodorant called Chemo?— 
Krause Hardware. 

ANSWER: Chemo, Inc., 131 Porter 
Ave., Buffalo, N. Y. 


s = < 


CAMPBELLTOWN, Pa.: Who makes 
Garden Club flower shears? —A. M. 
Brandt. 

ANSWER: Acme Shear Co., 1000 
Hicks St., Bridgeport, Conn. 


Who Makes It? 


Information regarding sources of supply as provided readers 
of Hardware Age by the Who Makes It? Editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
27, 1934. When writing to the firms mentioned, siate that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 


Tamaqua, Pa.: Who makes the Clean 
Best wringer type mop?—Seligman & 
Co. 

_ ANSWER: H. Hertzberg & Son, 41 
E. 11th St., New York City. 


a 


GREEN Sprinc, Ou10: Where can we 
get repairs for Vega cream separators? 
—Neikirk & Miller. 

ANSWER: Vega Separator Corp. of 
America, Minneapolis, Minn. 


es @ @ 


PHILADELPHIA, Pa.: Furnish present 
address of the Master Plier Corp., for- 
merly located at Forest Park, Ill.— 
Cusack Hardware Co. 

ANSWER: American Plie Rench 
a 4809 N. Ashland Ave., Chicago, 
Ill. 


* *& * 


Dover, N. H.: Provide names and ad- 
dresses of several manufacturers of 
wood shingle mills.—J. Herbert Seavey. 

ANSWER: Chase Turbine Mfg. Co., 
Orange, Mass.; Pierce & Chesworth, 
Inc., Gardner, Mass., and Climax Mfg. 
Corp., Batavia, N. Y. 


* *& 


Brooktyn, N. Y.: Furnish names 
and addresses of manufacturers of traf- 
fic marking machines, such as are used 
by the City Departments in marking 
streets. Machine to make a line three 
inches wide.—Shachner’s. 

ANSWER: Mayer Coating Machine 
Co., Scottsville Road, Rochester, N. Y., 
and Line-O-Graph Co., Yonkers, N. Y. 


* & 


KnoxvitLE, Tenn.: Who makes a 
measuring reel for electric wire? — 
House-Hasson Hardware Co. 

ANSWER: Artos Engineering Co., 
327 E. Brown St., Milwaukee, Wis.; 
Viking Tool & Machine Co., Mill St., 
Belleville, N. J., and Watson Machine 
Co., 74 Railroad Ave., Paterson, N. J. 
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“BETHLEHEM 
BOLTS, 


for example” {' 


sd 


“Tae products you see on these shelves 
give you your first impression of my 
store. And Bethlehem Bolts are just an 
example of the well-known products 
you'll find here. 

“Every Bethlehem package holds bolts 
that will make good in service. Bethlehem 
Bolts have clean, accurate, strong threads, 
and heads square with bodies. They’re made 
of good, strong steel, and have perfect-fitting 
nuts. They’re the kind of good, dependable 
product you’d expect from a company with 
Bethlehem’s facilities and experience. 

“T’ve sold a lot of Bethlehem Bolts, and 
I’ve never had a complaint. This Bethlehem 


Bolt package stands ace-high around here.” 







x ® © & 


BETHLEHEM BO tts are made at our Leba- 
non, Pa., Plant, a complete self-contained 
Bethlehem division devoted entirely to the 
production of bolts, nuts and related prod- 
ucts. And they’re made of carefully selected 
Bethlehem steel. Bethlehem Bolts are ob- 


tainable quickly through your jobber. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. 





DECEMBER 20, 1934 


District Offices: Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, Dallas, Detroit, Houston, Indianapolis, Kansas City, Mil- 
waukee, New York, Philadelphia, Pittsburgh, St. Louis, St. Paul, Washington, Wilkes-Barre, York. Pacific Coast Distributor: Pacific Coast Steel Corpora 
tion, San Francisco, Seattle, Los Angeles, Portland. Honolulu. Export Distributor: Bethlehem Steel Export Corporation, New York. 
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BIT or auger, like any other tool, will give maxi- 
A service if properly cared for. More bits are 

spoiled by carelessness than by wear. No more can 
be done to prolong the life of a bit than to keep its cutting 
edges sharp, preserve its surface from rusting and keep it 
always straight. When resharpening is done, it is advis- 
able to use a new bit as a guide, pattern after it in filing. 
The following recommendations and illustrations were 
furnished by the Irwin Auger Bit Company, Wilmington, 
Ohio. 


Resharpening a Spur 


If it becomes necessary to file the 
spur, rest the bit against a board with 
the screw pointing up. Draw the file 
lightly on the inside of the spur. 
Never file a spur on the outside be- 
cause that will destroy some of the 
clearance of the bit. The illustration 
shown here portrays the proper way 
to file the spur. 














Resharpening the Cutter 


To file the cutting edge of an auger 
bit, rest the bit on a board with the 
screw down. File the cutting edges 
on the upper side only as shown in 
the illustration. If you file material 
from cutter, take the same 
amount from the opposite cutter, so 
that both will be on the same level 
and will cut chips of equal thickness. 





one 





Restraightening the Twist 


If for any reason a bit has been 
sprung, it can be straightened. Roll 
it on a level surface until you see 
where the bend is and tap it on the 
opposite side with light blows from 
a hammer. The method of doing this 
is illustrated here. 














Resharpening a Side Lip 

To file the side lip of a bit, rest 
the bit on the edge of a board with 
the screw pointing down. See illus- 
tration. Draw the flat side of a half- 
round file lightly on the inside of the 
side lip. Never file the side lip on 
the outside because that will destroy 
some of the clearance. 











The Care of Auger Bits 





Resharpening a Round Head 

To file the cutting edges and curved 
side lips of a round head, rest the bit 
NK -——~ on the edge of a board with the 
\\ screw pointing down. Draw a round 
\NN | or half-round file lightly over the 
\ cutting edges of the bit. Never file 
the outside of the curved lips because 
that will destroy some of the clear- 
ance. A study of the sketch indicates 

the position of the bit and file. 











Preventing Rust 


Moisture from the hand, or sap 
from green timber, or an accidental 
splashing with water may cause 
spots of rust to appear on an auger 
bit. A rusty bit will often prohibit 
the easy flow of chips. To prevent 
this the bit should be wiped off with 
an oily rag. 

In using machine bits, see that the 
bit is fastened firmly and also that 
the wood is held rigid. A wobbly 
drill chuck or a shifting of the work 
are two of the causes of bending ma- 
chine bits. After filing a machine bit, 
watch the character of the chips be- 
fore starting it at high speed. 














Industry Has Courage 


(Continued from page 55) 


the depression would do more to reassure the capital mar- 
ket than any other move that could be made at this 
juncture. 

A clearer definition of intentions with reference to utili- 
ties would also be helpful at this time. If the Govern- 
ment intends to duplicate existing power systems through- 
out the country, all holders of utility securities from 
individual investors to banks, insurance companies and 
endowed institutions will be adversely affected. 

In a larger sense, the Government’s power program is 
even more menacing. So long as one major venture in 
competition with private business is under way, there will 
be apprehension among investors of an extension rather 
than an abatement of such competition. 

Capital needs assurances. It has the power to bring 
back business volume and to bring it back quickly, but 
like a frightened horse, it will not do the work of which 
it is capable until calmed and reassured by a firm and 
sympathetic hand at the reins. 
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Window Sets 
Back Flaps 
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anufacturing Company 


ERIE, PENNSYLVANIA 





Branch Offices and Warehouses:- 
NEW YORK: 45 Warren St. BOSTON: 113 Purchase St. 
CHICAGO: 162 N. Clinton St. SAN FRANCISCO: 703 Market St. 

















DECEMBER 20, 1934 









NA3S 23 CNT PNCTS aarti 
FV NEWYORK wy 11484 NOV 1} 






HOHNER INC 
351 4 AVE NEWYORK NY 







anD IT IS AH HNER MARINE BAND 
TCA — AND IT I 






SURE I PLAY A HARMON 





NG HARMONICA 





‘ LD SERIES WINNER AM 
17'S THE REAL WORLD SEI 
THAT'S + 4 DEA 


a 


b 
hone your Telegrams to Postal Telegrap: 


Telep 








152A 


J. H. “Dizzy” DEAN 











The above telegram 

has been reproduced in Giant 

Size (17"221"), together with a photo- 

graph of J. H. (Dizzy) Dean, the fa- 

mous St. Louis’ pitcher. This Giant 

Telegram is ideal for display in your 

window. If you have not received your 

copies, ask your jobber or write direct 
to us. 


LOWER PRICES— 
GREATER PROFITS 


HOHNER HARMONICAS 


@ Every dealer knows the many advantages 
of handling Hohner Harmonicas—No Sales 
Resistance, National Advertising, Quick 
Turnover, Generous Profits. 


Now, in keeping with the spirit of the New 
Deal, and in order to more fully co-operate 
with our Dealers, drastic reductions have 
been made on Hohner prices which will bring 
all numbers, including the No. 1896 Marine 
Band, back to Popular Prices, and the famous 
Hotz “American Ace”, “Atta Boy” and “All 
Star” Assortment are once again 25 cent 
items. 


All Dealers are urged to Cash in on this 
important announcement. 


SEE YOUR JOBBER 


M. HOHNER, INC. 


351 FOURTH AVE. NEW YORK CITY 
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ILCO 


UNIVERSAL 
DOOR CLOSERS 




















The dealer who is stocking 
and selling Ilco Universal 
Door Closers knows that this 
product has built up good 
will and satisfied customers 
for him. He is aware that 
he is handling the most out- 
standing door closer on the 
market. 


These Ilco advantages appeal 
to him: 

1. Operates either right or 
left hand doors without re- 
versing parts. 


2. All parts are built with 
power, size and strength to 
spare. Non-breakable steel 
top cap—patented steel com- 
bination packing nut. 


3. Double adjustment of 
closing and checking speeds 
makes it simple to adjust to 
any draught condition. 


4. Stays adjusted and is 
built to give years of satis- 
factory service. 


Take advantage of the oppor- 
tunity to secure extra sales 
this Fall with Ilco Universal 
Door Closers. You will find 
the prices right and the 
product good. 


INDEPENDENT 
LOCK COMPANY 


Fitchburg, Massachusetts, U. S. A. 








How’s the Hardware Business ? 


(Continued from page 44) 


ciding with the swarming of stores by 
Christmas shoppers, boosted totals 
from 5 to 25 per cent above last year 
at this time. The sharpest gains are 
still reported from the South and South- 
west, where merchants report sales 20 
to 25 per cent above 1933. But despite 
a few days of rain and snow, the Mid- 
dle-west has been able to report ad- 
vances of 15 to 20 per cent. At the 
same time, manufacturing, usually al- 
most dormant toward the end of the 
year, showed further stirrings. Mis- 
cellaneous industrial lines reporting 
well maintained or increased activity 
include textiles, farm implements, 
hardware, paints, building materials, 
glassware, radios, and electrical equip- 


ment. 
* * 


Manufacturers of small kitchen 
tools and similar wares report that ma- 
jor chain-store companies increased 
sales of metal kitchen wares as much 
as 40 per cent in the three months 
ended November 30th. The rise in 
sales is gratifying because it occurred 
as a result of an experiment conducted 


by the chains in that period. Dur- 
ing the last three months they have 
increased the display space and promi- 
nence accorded to kitchen tools in 
their stores. As explained by pro- 
ducers, the chains, after three years of 
resisting the appeals of manufactur- 
ers, finally consented to experiment 
by giving more space to kitchen wares. 
The producers had contended that vol- 
ume on their products was seriously 
hampered by lack of proper attention 


from chains. 
* * * 


Holiday buying of metal hollow 
wares will set a four-year record for 
both dollar and unit sales volume in 
the wholesale market, eastern manufac- 
turers predicted recently. Although 
retailers were late in placing orders for 
Christmas goods, the weekly average 
of purchases since early last month 
has been higher than at any time since 
the depression started. Chromium- 
plated ware is the leading volume item. 
Plated silver is next and sterling sil- 
ver third. Pewter ware orders are said 
to have declined. 





Better Housing Campaign 


(Continued from page 45) 


To keep the Better Housing Cam- 
paign fresh in the minds of the peo- 
ple, the value of advertising cannot 
be too highly emphasized. If each 
hardware man uses the Better Hous- 
ing insignia in evéry way possible, 
if he uses it in his daily advertising, 
stressing the fact that he is working 
with the local campaign committee, 
the merchant will see that many pro- 
spective customers will find their 
way into his store who would ordi- 
narily go elsewhere. 

The steady growth of the campaign 
in every section of the country until 
there is 100 per cent cooperation is 
the goal of the Better Housing Cam- 
paign. In this connection, the fol- 
lowing authentic reports compiled by 
the FHA show the trend of the times. 

Building activity in all classes 
made substantial gains in virtually 
all sections of the country in Novem- 
ber with notable rises in such thickly 
populated centers as Philadelphia, 
Washington, Baltimore, etc. 


On the basis of clipping coverage 
received, representing month end fig- 
ures, Washington is leading in pri- 
vate building construction for the 
country with November showing 90 
permits issued for new homes, repre- 
senting 100 per cent increase in dol- 
lar valuation. Modernization figures 
also jumped, with credit being given 
to the Federal Housing operations 
for both rises. 

That there is ample business ahead 
for the hardware man is demon- 
strated from the fact that it will take 
5,000,000 new homes to bring the 
housing situation up to normal, while 
there are literally millions of houses 
still in such a state of disrepair that 
repairs and improvements must be 
made as soon as possible. 

Keeping the matter constantly in 
the minds of these owners by adver- 
tising, displays and judicial personal 
solicitation will help materially in 
reaching the coveted end. 
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AN IMPORTANT ANNOUNCEMENT 
To THE DEALERS Or NORTHERN OnIO 
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To show the residents of Northern Ohio 
and nearby territory the tremendous in- 
dustrial, commercial and social progress 
made in this area — and to demonstrate 
its optimistic vision of the future, THE 
CLEVELAND EXPOSITION will be held 
in the mammoth Public Auditorium from 


Dec. 29th to Jan. 5th. 


Tuts exposition will be so impressive and will attract people from so wide a territory that 
there is bound to be a stimulated demand for the products shown. 


Tat is why we believe our interesting displays of STEWART-WARNER RADIO AND 
REFRIGERATION, AMERICAN BEAUTY WASHERS and ODIN GAS RANGES will 


furnish extremely valuable publicity to our dealers handling these outstanding lines. 


The GEO. WORTHINGTON Co. 


1829 CLEVELAND, OHIO 1934 











24 Hour Protection 


Modern chain link fencing economically provides 24-hour-per- 
day protection for plant, products and personnel. There is 
REAL PROFIT for you in the sale of ROBERTSON Chain 
Link Fencing. 


Write for new catalog and let us send our interesting propo- 
sition. 


W. F. ROBERTSON STEEL & IRON CO. 
73 Elm St. Cincinnati, Ohio 


OBERTSON 


CINCINNATI 


CHAIN LINK 


FENCING 


DECEMBER 20, 1934 

















Bx ent 
20 peas : 


New NORWOOD. 


Welded Flower Guard 






































Patent 

Applied 

For 
Here's a new welded flower guard that has real eye appeal! 
Its attractive design and ease of erection make an instant 
hit with lovers of flowers. Let us give you complete informa- 


tion on the new NORWOOD flower guard. 
If your jobber doesn’t stock Norwood Fence Products, write to 


H. L. BROWN FENCE & MFG. CO., INC. 


Owned and Operated by W. F. Robertson Steel & Iron Co., Cincinnati 
Oakley, Cincinnati, Ohio 
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Guide screws into stock 
and holds die in place. 


Double Slots 


Reduce Price 


The design of this new die stock 
makes it possible to market a screw 
plate with “Little Giant” features 
at a greatly reduced price. It is the 
most valuable improvement in screw 
plate design for many years. The 
new screw plate, of which this 
double slotted stock is a feature, is 
the “Little Giant Jr.” 


EASY TO 
ASSEMBLE 











This and other features of the new 
“Little Giant Jr.” Screw Plate were 
described in detail in the last issue 
of “Opportunity News”—Green- 
field’s bi-monthly publication for 
Hardware Stores and Supply Houses. 
“Opportunity News” helps over 
5,000 distributors to sell more 
Greenfield tools and to make more 
money doing it. Read your copy! 
If you are not now receiving one, 
fill out this coupon. No cost— no 
obligation. 


iret ® 
CORPORATION 
GREENFIELO, MASSACHUSETTS 


New York—15 Warren St. } 


Chicago—611 W. Washington Blvd. 
228 Congress St. W. 


Detroit 





Greenfield Tap & Die Corporation, 
Greenfield, Mass. 


Send me “Opportunity News.” 
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Method vs. Method 


(Continued from page 37) 


| the selling done. This in wholesale 
| selling can usually be best measured 


uN ¢ | 
DIE IN CLIP SLIPS 
INTO SLOT IN STOCK | 








| 


by the amount of sales per salesmen 
and not by total purchases. 

If this is to be the outcome of the 
future, the emphasis right now 
should be placed on an effort to per- 
suade hardware manufacturers to 
establish such a price structure. If 
a plan of group purchasing is found 
to be necessary such plans should be 
developed rather slowly, and it is 
questionable whether any such plan 
would in the immediate future 
straighten out the more difficult com- 
petitive situations. The causes of 
price favoritism are deep seated and 
it is to be doubted that any plan to 
combine purchases as an offset will 
prove a cure-all. The cure must be 
applied further back. Furthermore, 
the real problem in a practical way 
is that the mail order houses not only 
have bought at low prices because 
they were large buyers but also that 
they have succeeded in instilling into 
the minds of many manufacturers the 
thought that they were per se enti- 
tled to preferential treatment beyond 
that which was granted to other buy- 
ers however large these other buyers 
might be. 

If any group of wholesalers should 
get together with the idea of trying 
to buy their poultry netting at a price 


| which enabled them to compete with 


| the mail order houses, does anyone 


| 





really believe that they could find a 
manufacturer who would sell them 
on a basis to do this? As a matter 
of fact, has it not béen tried? For 
even if such a group were for the 
moment successful the other manu- 
facturers would quickly come to the 
support of their own wholesalers 
thus breaking the market and leav- 
ing it to the mail order houses to 
reestablish themselves again on a 
new preferential basis. 

The real problem, to repeat again, 
is to correct the obsession in the 
minds of some manufacturers that 
there are a certain few distributors, 
particularly among the mail order 
houses, who are entitled to preferen- 
tial treatment. 

If this issue can be kept clear and 
if sufficient emphasis can be placed 
on the establishment of functional 
discounts to cause the elimination of 
all quantity prices, consumer pur- 


chasing will begin to flow through 
those channels which serve best. 
Even then the independent whole- 
saler-retailer method will need to 
adjust itself in many particulars 
because too often the needs of the 
consumer are still being interpreted 
from the viewpoint of the seller. 
The thing of first importance is to 
find the way to correct at its source 
that which makes possible price 
favoritism to the mail order house 
and chain store. But even while this 
is being done, the wholesaler-retailer 
system within each trade area should 
wholeheartedly back in thought and 
action the idea that its own interest 
is best served through the develop- 
ment of a thoughtful understanding 
and cooperative action between the 
retail merchant and his wholesaler. 


Who's a 
Wholesaler ? 


™ HAT is a wholesaler?” is 
\ \ answered in a_ carefully 
drawn definition by the National 
Electrical Wholesalers Association at 
its recent Detroit cenvention. The 
definition was the prelude to a con- 
certed drive to secure the support of 
manufacturers in extending whole- 
salers’ discounts only to those who 
so qualify. The genuine wholesaler 
must do 75 per cent of his business 
in sales “at wholesale to dealers for 
resale, to electrical contractors, to 
steam and electric railways, to Fed- 
eral and State governments and mu- 
nicipalities, to public utilities, to in- 
dustrial companies which have elec- 
trical maintenance departments, and 
to manufacturers requiring electrical 
materials in fabrication of product.” 
The definition is further limited by 
requirements that the wholesaler per- 
form at least three of the following 
five functions: maintain and ware- 
house adequate stock; maintain de- 
livery and pickup service; maintain 
a trained selling organization to pro- 
mote and handle service calls; dis- 
tribute catalogues of the most essen- 
tial items of the industry; extend 
justified credit and “not perform 
wholesale functions to secure whole- 
sale prices for the benefit of asso- 
ciated and allied persons, firms, or 
corporations.” —Business Week. 
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oe 


Cross Sterilized 











every lack a good tack 
exact length- uniform 
heads — needle-sharp 


points— 1007 usable 








Ask your jobber 


W.W. CROSS & CO. INC. 
EAST JAFFREY NH. 


~-(CHICAGO)- 
SPRING HINGES, 
Quality Screen Door Spring Hinges 

















When selecting your re- 
quirements of Screen Door 
Spring Hinges for the com- 
ing season it will pay you to 
consider type 3005 and 
4005 Chicago Spring 
Hinges. 

They are constructed of 
heavy wrought metal, fin- 
ished in a most excellent 
manner, and have enclosed 
springs of tempered steel 


wire with tension adjust- 





ment. 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U.S.A. 








TAChS. 





DECEMBER 20, 1934 


"LEGITIMUS"—in English, 
legitimate, genuine. This 
Trade-mark is your assurance 
of highest quality and value. 








LEGITIMUS 


More power 
ro Your Axe Sales 


Put the added power of 
the Collins name behind 
your axe sales and you will 
find your job easier. Ex- 
perienced buyers know 
the 108-year old reputa- 
tion of Collins axes, their 
consistently accurate bal- 
ance, finish and temper. 
Those buying axes for the 
first time are sure to be 
| impressed by the Collins 
story. These axes almost 
| sell themselves. 








DAYTON PATTERN 


| All standard patterns, 
weights, finishes of axes, 

hatchets, bush hooks, hoes, 
etc., in a wide variety of 
price ranges. 

| 

| 

| 





MICHIGAN 
DOUBLE 


If your jobber cannot sup- BIT 


ply you, write to us. 












BOY SCOUT AXE 


tHe COLLINS <0. 


COLLINSVILLE, CONN. 
Axes and Hatchets 
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GENUINE 


POULTRY, 
# 


Lf 


US 


MADE IN U.S.A 
BY 


A PO a 


tap Arm he “2 ee eA 2 Oe OO 
uw A. 


UNCIE., INDIAN 





Now—you can obtain perfect hex- 
agon-mesh and perfect straight-line 
netting from the same dependable 
source. U.S. HEXLOK and U. S. 
STRAITLOK are more uniform, 
more rigid, easier to handle and cut, 
more durable in service. Made with 
the famous Lock- Twist Weave, both 
come from the loom under smooth, 
even tension, lie flat when unrolled, 
stretch perfectly. 


U.S. HEXLOK and STRAITLOK 
Poultry Nettingscome inall standard 
widths; one and two inch mesh; gal- 
vanized before or after weaving. By 
concentrating on this great line, deal- 
ers can fill every trade demand and 
meet every phase of competition. 

Ask your Jobber or write direct to 
INDIANA STEEL & WIRE Co. 
Muncie, Indiana 


GENUINE 


PERFECT HEXAGON NETTING» 











CR 


STEEL &~ WIRE CO. 


"MUNCIE. INDIANA 





Tt tit M.S Gv aniiie 


<ONILLIN ANITLHOSIVLS 15395u3d 





PS @®. Mag 





Show Card Article 


(Continued from page 39) 


from which hundreds of copies are 
printed. 


The proper spacing between let- 
ters and words is the next important 
thing to be considered. Almost any 
kind of lettering properly spaced will 
present a better appearance than per- 
fectly formed letters inaccurately 
spaced. 

The Roman letters V, W, X, Y, Z, 
complete this alphabet. These five 
letters are known as the angle letters; 
the strokes composing each letter are 
all about the same angle. The basic 
part of the letter “V” requires but 
two single strokes—the spurs at the 
top finish off the letter. The letter 
“W” being composed of two V’s re- 
quires just four basic strokes. The 
letter X being one-half of the letter 
Y. The practice strokes shown on 
bottom of plate are intended for the 
beginner to copy before he attempts 
to do lettering. To successfully mas- 
ter all the angle, curved and circular 
strokes composing all the different 
letters it will be necessary for the 
beginner to have a correct structural 
formation of each letter firmly im- 
printed in the mind’s eye. Otherwise 


preliminary practice on drafting, 
formation, or the movements to suc- 
cessful lettering will be misdirected. 

The best way to become familiar 
with the fundamental principles gov- 
erning correct letter formation is to 
place a piece of plain white or trac- 
ing paper over those letters and trace 
them out with a pencil, brush or stub 
lettering pen. 

Because of their rounded and 
curved lines, all open or round let- 
ters such aaACDGLOPQR 
S T U V WX Y should be spaced 
closer together than the square let- 
ters EF HIKMNZ. For instance 
the letters in the word HIM should 
be spaced further apart than the let- 
ters in the word LAW. 

In practicing remember always to 
draw the top and bottom guide lines 
and never trust to your eye to keep 
letters of uniform height. One inch 
and a half to two inches is the best 
height. 

The Roman alphabet shown here- 
with is about the easiest for the be- 
ginner to learn and is probably the 
most used of all alphabets by the 
professional show card writer. 





Taking Inventory 


(Continued from page 31) 


periods before the active inventory 
gets under way. Slips bearing all 
necessary information can be placed 
with each lot of goods to be collected 
and entered on the sheets later. As 
such stocks are inactive few correc- 
tions are necessary. These can be 
quickly made if items are sold or 
moved. 

Extending the sheets should be 
completed at the earliest possible 
date. An adding machine is a de- 
cided help at this juncture. Mer- 
chants who do not have this equip- 
ment available may rent a machine. 
A competent operator can usually be 
engaged to carry out the extensions 
on the machine after hours. Each 
sheet is totaled. When these page 
totals are added the grand total will 
result. Deduction for depreciation 


will then indicate the net inventory. 

Each year inventory figures should 
be compared with those for the pre- 
ceding year with special reference to 
sales, profits, prices, slow moving 
items and depreciation. 





Babcock Spruce Ladders 
Shown In Catalog No. 15 


Babcock’s spruce ladders are illustrated 
in catalog No. 15. Each of the models 
illustrated and described has complete 
specifications on the same page. Exten- 
sion, step, hanger step, shelf, taper single, 
window cleaners’, electric step, mechanics’ 
step, safety step, New York Truss, paper 
hanger step, fruit step and sectional lad- 
ders are among those described and illus- 
trated. Other items shown are: safety 
ladder jack; mason’s, toothpick and paint- 
ers’ stagings, extension plank, and the Bab- 
cock ironing board. W. W. Babcock Co., 
Bath, N. Y. 
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“TEN-EIGHTY ” 
“TEN-TEN” 
“RELIABLE” 


Hangers, Tracks and Sets 
in the 


Original and Genuine 
“ALLITH” 


Your Jobber has them in stock or 
will get them to you quickly. 
Manufactured by the reorganized 
and amply financed successor to 
the Allith line of Garage Door 
Hardware. 


ALLITH-PROUTY MFG. CO. 
Danville, Illinios 














Is the Wright wire cloth 
and netting sample display 
working in your store? 


A sure business - getter 
for the hardware dealer. 





G.F. WRIGHT STEEL: WIRE 


Displays 20 grades of 
square mesh cloth and 
18 grades of netting. 
Substantial and color- 
ful. Opens the door for 
new markets and addi- 


tional profits for you. 


Ask your Jobber. 





G.F. Wright Steel & Wire Co. 
WORCESTER, MASS. 


NEW YORK ATLANTA CHICAGO LOS ANGELES 
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IMMEDIATE SERVICE 


Stock Replacements 


® No need for delays when your stocks of Empire 
bolts and nuts run low. The vast warerooms in the 
three huge Empire plants are geared for quick 
service. 

All standard styles and sizes are waiting to go out 
to you the day your ordér comes — whatever you 
need and as much as you need of it. And every bolt 
and nut that leaves here is Empire quality through 
and through, in thread fit, strength, and finish. 

Packed in attractive display cartons, prominently 
labeled to show styles and sizes at a glance. Phone, 


write or wire the nearest Empire plant. 


LN 








EMPIRE 


RUSSELL, BURDSALL & WARD 
BOLT & NUT CO. 


PORT CHESTER, N. Y. 
ROCK FALLS, ILL. CORAOPOLIS, PA. 


Sales Offices at Philadelphia, Detroit, San Francisco, 
Los Angeles, Seattle, Portland, Ore. 
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EVANSVILLE 


GOOD SERVICE TOOLS 





EVANSVILLE ALLOY-AXES 


= 





MADE IN ALL POPULAR 
PATTERNS AND SIZES 


ASK YOUR JOBBER 


THE EVANSVILLE TOOL WORKS, Inc. 
EVANSVILLE, IND. 














Up A MERMAID PRODUCT 


One of Nature’s most useful 
creations has been neglected for 
ages. Now the sponge comes out 
of hiding. A new personality has 
been created ... (Say “hello” to 
Anna Sponge.) There’s a new 


package .. . a new way to dis- 
play for rapid selling! And this 
first mew idea for sponges in 50 
years is aimed at a market of 
20,000,000 married women. Send 
a penny post card for full color 
circular 31 showing amazing 
new display that sells Anna 
Sponge on sight. 


AMERICAN SPONGE & CHAMOIS CO., INC. 
47 ANN STREET, NEW YORK 
809 Montgomery Street, San Francisco 
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bility, the concentration of all local 
code authorities, with 1] divisional 
offices, one for each of the industry 
or trade groups into which the in- 
ternal organization of the NRA is 
divided. These are food, textiles, 
basic materials, chemicals, manufac- 
turing, equipment, construction, pub- 
lic utilities, graphic arts, recreation 
and distribution. 

It is suggested that each divisional 
office have an executive secretary to 
handle the office routine of all local 
code agencies in the particular divi- 
sion. Complaints received under any 
code in that division could be dock- 
eted in the division office and set 
for consideration by the particular 
local industry code authority. NRA 
has pointed out that if such sugges- 
tions were adopted, it could assign 
special personnel in each state office 
to contact, assist and coordinate the 
work of local code administration. 

The group held 
throughout the country take into 
consideration other suggestions for 
consolidation, drafted from the Seat- 
tle concentration of local code au- 
thorities. 

One suggestion submitted to the 
NIRB, but not acted upon by the 
board, would provide for consolida- 
tion of the administrative offices and 
staffs of the local code authorities 
in the retail trade, the retail drug 


conferences 


NRA Will Simplify 


(Continued from page 28) 






trade and the retail food and grocery 
trade in each of the 641 trade areas 
defined by the Research and Plan- 
ning Division. Under the sugges- 
tion a local inter-code-authority com- 
mittee, appointed in each area, 
would consolidate local code author- 
ity action. A single code assessment, 
it was pointed out, could be col- 
lected from all establishments fall- 
ing under the three codes, the pro- 
ceeds of which would be kept in 
part in the local area to support the 
joint administrative office and in 
part forwarded to Washington for 
the support of the three national 
code authorities concerned. 

The board authorized further study 
of the local code administration prob- 
lem as related to other trades and 
industries, and withheld comment 
pending the results of the complete 
survey. 

The three NRA _ representatives 
making the itinerary on closer co- 
ordination of local code adminis- 
tration were Deputy Administrators 
G. deFreest Larner, Irwin S. Moise 
and Robert K. Straus. Cities they 
visited were: Baltimore; Providence, 
R. I.; Concord, N. H.; Albany, 
N. Y.; Buffalo, N. Y.; Pittsburgh; 
St. Louis; Dallas, Tex; New Or- 
leans; Birmingham, Ala.; Atlanta, 
Ga.; Nashville, Tenn.; Milwaukee; 
Des Moines, Iowa; Omaha; Chicago 


and Cleveland. 





Mr. Norvell’s Article 


(Continued from page 30) 


of the prizes in the last few years at 
these English shooting events have 
been won with American ammuni- 
tion. The fact is that the shooters 
buy their own ammunition, and they 
have gathered the idea that Ameri- 
can ammunition is more accurate 
than that supplied by the English 
manufacturers. On the other hand, 
no English ammunition is used any- 
where in the United States. I have 
great respect for the acumen of the 
English. It will be fine for them to 
sign an agreement that there should 
be no exchange of ammunition be- 
tween the two countries. They have 
everything to gain and nothing to 
lose. 

It is also interesting to note that 


when the treaty on the conservation 
of wild life was drawn up between 
Canada and the United States, the 
Canadians passed a law that no au- 
tomatic guns could be legally used 
in Canada. It is also interesting to 
note that automatic guns are not 
made either in England or in Can- 
ada. Therefore, when this law was 
passed, while the American auto- 
matic gun was shut out of Canada, 
the Canadians did not lose any busi- 
ness, as they do not manufacture 
them. Maybe there was a little 
joker in the treaty and maybe not. 
But it does seem when it comes to 
horse trading with our foreign 
friends, Uncle Sam always gets the 
worst of it. 
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COBURN 





SLIDING DOOR HARDWARE 


@ Doors which slide around cor- 
ners, against the wall, have all 
the advantages of overhead 
doors, and cost less! They fit 
tightly all around when closed 
and take up “= little space 
when opening. end us your 
requirements and allow us to 
offer suggestions. 


Since 1888 Coburn Products Have Been Dependable 


COBURN TROLLEY TRACK CO. 
HOLYOKE, MASS. 








FLORENCE 


05 STOVE Co. 


ARODN E R beet MASS. U.S.A. 



















Rou Sealoa attractive, fast-moving 


waaay ain item. Descriptive folder 
. and prices from your 
st jobber. 


een GS ammo 


’ WICKS THE RAYBESTOS DIVISION of 


Raybestos-Manhattan, Inc. 











Antique Bronze 
Brass - - - Copper 


HANOVER 








SUPERAPEX 


Electro -ZINC - plated 


Stainless Steel 
Special Alloys 
Aluminum 











Higher Quality Merchandise 
at No Higher Price 


Ask Your Jobber 


HANOVER WIRE CLOTH CoO. 


Hanover Pennsylvania 

















BRIDGEPORT - - CONN. 





DIRECT MAIL 





Addressing 
and Mailing Service 


Our Names and Addresses of Hardware Retailers Are 


Up-to-Date. 


Do Not Contain Dead Names—Have No Duplications. 


Include All New Names. 


Bring Maximum Success to Your Direct Mail Campaigns. 


———@———— 
Our Mailing Operations Are 


EFFECTIVE *ECONOMICAL*PROMPTLY EXECUTED 


Prices Reasonable. Write for Details. 


HARDWARE AGE ADDRESSING DEPT. 


239 W. 39TH ST., NEW YORK, N. Y. 











No Trouble to Unscrew This 
Cap ... You Can Really Grip 
It... No Wrench Necessary 


The 2%” wide filling opening of the can makes it easy 
to fill without spilling. 

Other selling features of the can are: triple locked body 
seams, made from standard gauge prime sheets; guaran- 
teed leak-proof; enameled red for gasoline or blue band 
for kerosene. . Concentrdte on EAGLE. 


Ask your jobber or write us for list of job- 
bers carrying this line in your territory. 


HANDY 
GRIP CAP 




















OUTMODES OLD METHODS 
EFFICIENT—CONVENIENT 
2% in. Wide Mouth 
Filler Opening on 
All Sizes 





For gasoline, 
kerosene or 
other liquids. 







EAGLE MANUFACTURING CO., Wellsburg, W. Va. 
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Better PIPE TOOLS 






















































The Most Complete Line Made 
Each an Improved Tool... 


Consistently Advertised 
—Most Profitable to Sell 


Quality, finish and design features close 
sales, assure satisfaction, and build 
business. This is the line 
with every oo” a 
advantage. 








Dealers’ 
Sales Helps 


are free 
furnished, 


A Line That 
Needs No 
**Fill-ins”’ 

Solid Dies and 
Stocks 


Adjustable Dies 
and Stocks 


Pipe Cutters 
and Cutter 
Wheels 
Chain and 
Hinged Vises 


Pipe Wrenches 
and Tongs 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. Francisco Ave., Chicago, U.S.A. 








ROCHESTER 
SASH BALANCES 


Have over FORTY 
YEARS’ EXPERIENCE 
built into them. Quality 
and satisfaction assured. 


Write for prices. 


Rechester Sash Balance Co., Ine. 
Rochester, N. Y. 











STEEL MORTAR HODS 
_ aww; 


No dripping onto 
the user’s back. 







Made entirely of 
steel with wooden 
shoulder saddle 
and handle. 
Edges are heavily 
26”x12” reinforeed. The 
x1” fork is pressed 
deep from heavy gauge 
steel. 
te for prices 
The Govetan Wire Spring Co. 
38th St. and Hamilton Ave. 
Cleveland, Ohio - a 











iKRUSTOFF 


Cleans and _ prevents 
rust on polished top 
enameled stoves... 
ovens... furnaces.. 
stove-pipes . . . tools 
- machinery. 
Made and sold b Le 
makers of St 
JOHNSON’ s TABORATORY. 


Woreester, ” Mass. 








place with material of like kind and 
quality . . . to the extent of the ac- 
tual cash value. . . .” 

A machine will be “replaced,” 
that is set up ready to operate, even 
though the cost of the seting up be 
more than the cost of the machine 
itself. 

In the same way, merchandise 
burned on the shelf will be replaced 
on the shelf, ready for sale. If, in 
order to replace a burned stock of 
merchandise, it is legitimately neces- 


Read Your Policy 


(Continued from page 23) 


sary to make a trip to the wholesale 
market, the cost of the trip can be 
recovered, along with the cost of the 
goods, the freight or express, the un- 
packing, the marking and putting the 
stock in place on the shelves. 

The tragedy of fire insurance is 
this: The business man seldom 
comes into direct contact with his 
policy requirements until after the 
fire—when it is too late! 

So read your policy! 
fore the fire! 


Read it be- 





Scattergood—Hardware Merchant 


(Continued from page 27) 


From time to time he has been em- 
ployed as a hardware salesman in 
Meeker’s hardware store in Danbury, 
Conn. His name is Thomas J. Neary, 
rotund, good natured and cheerful. 
Recently the American Magazine 
published his portrait in its “Interest- 
ing People” department. HARDWARE 
AcE visited Mr. Neary at Danbury 
and at the same time inquired about 
him from those who knew him well 
—and there are few in Danbury who 
do not. “He’s surely a big bundle of 
good cheer,” “He’s always doing 
favors for somebody,” and “He’s a 
lot like Scattergood” were some of 
the comments noted. 

In company with the model Scat- 
tergood Baines we visited the artist, 
Paul Meylan, at Redding, a country 
place out of Danbury. Your corre- 
spondent having said good bye to 
his own slender figure, found his half 
of the seat in the large automobile 
rather snug, but the congenial com- 
pany of “Scattergood” easily over- 
came the difficulty. It was about 12 
years ago, guessed Scattergood, that 
Mr. Meylan came to Redding and 
finding himself in need of a furnace 
for his country home, went into 
Meeker’s hardware store in Danbury 
to buy one. There he discovered his 
perfect Scattergood. “I just paint 
Mr. Neary,” said the artist, “because 
he is Scattergood.” It is natural for 
Neary to do as Scattergood would. 
He is that type of person. It is com- 
fortable for a heavy man to kick off 
his shoes and wiggle his toes as Kel- 
land’s Scattergood does. 


Recently Neary has had many 
visitors from near and far. A school 
teacher brought a group of pupils 
from a city several miles away to 
visit him, and people from Vermont 
frequently have stopped at Danbury 
to speak to him and shake hands. The 
illusion that Kelland has created will 
not easily down. People like to 
think they have discovered the origi- 
nal Scattergood. A few Danbury 
enthusiasts are predicting Hollywood 
for “Porky” Neary, but he just 
smiles at that. 


Youngstown Pressed Steel 
Offers Cabinet-Sink 


Part of a line of three Cabinet-Sinks, 
model 60 has four drawers, for cutlery and 
other kitchen needs, two drain boards, 
three closet compartments and removable 
crumb catcher for sink. Easily cleaned 
acid resisting combinations. Cabinet fin- 
ished in DuPont Dulux; sink in porcelain 








enamel. By eliminating wallhanging, unit 
is easily installed and portable. Has re- 
cessed black case. Two smaller units with 
single drainboard and smaller storage 
space. Circular maiter available. Youngs- 


town Pressed Steel Co., Warren, Ohio. 
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D-S COCOA MATS 
Look the Part! 
Darragh, Smail Cocoa Mats look 


| the part. They have a pedigree—a 
reputation—75 years of it. Priced 
right, styled right, made right—they 







sell. 


DARRAGH, SMAIL & CO., Ltd. 
Balfour, Guthrie & Co., Ltd., Agents 


295 Fifth Ave. New York City 


















Uniform, standardized sizes—easy | to 
esder, easy to stock, easy to sell, and 
| make money for you. Highest quality 
fy] —they do not deteriorate on the shelf. 
7 Horse, mule and pony sizes. 


Also manufacturers of the fa- 
mous Northwestern and Crown 
Horse Nails, a standard of 














quality round the world— 


Write for Price Lists, and 
further information 





FOWLER & UNION HORSE NAIL CO. / 


es 


1030 MILITARY ROAD, BUFFALO, N.Y. 








Stainless Enameled Ware—Chrome Covers 
See It At 


Chicago House Furnishing Show 
January 7th to 12th 
Room 713—Stevens Hotel 
—-~e-— 
UNITED STATES STAMPING CO. 


Quality Enameled Ware 
MOUNDSVILLE W. VA. 





fFlercy Christmas 


and a 


PROSPEROUS 
1935 


. to the hardware men who have 
prospered in the past with our line. 
IF you are not one of them . . . write 
for details. 


The STEWART IRON WORKS CO., Inc. 
213 Stewart Block . . Cincinnati, O. 








Ss SHIELD BRAND DRILL SETS 8 


Packed in a neat leatherette 
case. No delay or confusion 
in hunting for the correct size 
drill. 





A QUICK SELLER 


3 Tae StanpARD Too1 (0 


New York CLEVELAND Chicago 

















OFAIN Wizarp JUNIOR 
TAPE-RULE 


Its popular price and imme- ,,. 
diate appeal make it another 
“Best Seller.” Blade %” 
wide, 72” long, graduated to 
16ths, is manually operated in 
a case only 1%” in diameter. 


THE unin pute Co. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 








No. 1686 — 72” 
Wizard Junior 
75 Cents Each 








Silver Lake Sash Cord 


ED ) F 


DECEMBER 20, 1934 















ACCO SWIVEL 
ROPE SNAPS 


FILL MANY USES 
PRICED RIGHT TO SELL 
ASK YOUR JOBBER 
A product of 


AMERICAN CHAIN COMPANY, Inc. | - 
BRIDGEPORT, CONN. W y 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 
at special rate of one cent a word, mini- 
mum 50 cents per insertion. 


All Other Classifications 


Set Solid, Maximum of 50 words... .33.00 
Each additional word ........... .06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word ........... .06 


Allow Seven Words for Keyed Address. 
Boxed Display Rates 


1 inch 
Each additional inch 





Use this section to reach Hardware Manufacturers, Manufacturer’s Agents, 
Jobbers, Jobber’s Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 

ments 


-— 7 — 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 13 Days 








previous to date of publication. 


NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, ete., will 
not be forwarded. 


Addressyour comveapentbanee and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES 


UNUSUAL OPPORTUNITY IN GOING 
BUSINESS, fifty-six years active operation, ex- 
cellent reputation, with larger present and future 
prospects, fine sales outlets wholesale and retail, 
will require $50,000 to $100,000, investor should 
be executive and active manager, experienced in 
general hardware, implements, auto accessories, 
etc. Important distributing center, heart of the 
South, growing city, forty thousand peeietion. 
ideal climatic and civic conditions. Will 
interest if agreeable. Full particulars with refer- 
ences will exchange with responsible party. Ad- 
dress Box B-541, care of Harpware Ace, New 
York City. 





SALES REPRESENTATIVES WANTED 





NO FORTUNE, BUT A GOOD living for man 
= woman in each area cash-selling $15. ‘‘Coal- 
Carburetor,” using which, householder can burn 
buckwheat instead of high-priced coal in furnace. 
Address Box B-565, care of HarpwaAre Ace, 239 
W. 39th St., New York City. 


SALESMEN WANTED BY REPUTABLE 
PAINT manufacturer who are now calling on 
paint and hardware stores to sell a complete iine 
of paints, varnishes, enamels, etc., as a_ side line. 
Protected territory. Strictly commission basis. 
Address Box B-530, care of Harpware AGE, 
New York City. 


SALESMAN WANTED TO SOLICIT THE 
wholesale and retail hardware trade. Commission 
basis. Hardware specialties, padlocks and _ night 
latches. Protected Territories open in the South- 
ern, Mid-Western, far Western States and Canada. 


Address Box B-557, care of HARDWARE AGE, 239 
W. 39th St., New York City. 
A WELL-RATED ESTABLISHED MANU- 


FACTURER has an opening in several territories 
for a salesman with an established clientele in the 
hardware, municipal or industrial field capable of 
selling a quality line. Side line commission propo- 
sition. State qualifications and present territory. 
Address Box B-561, care of HARDWARE AGE, 
W. 39th St., New York City. 


GARDEN TOOL MANUFACTURER HAS 


TERRITORY open in New England States, 
Middle Eastern States, and several Southern 
States. Our tools are new, their merits give us 


edge on the market. Will give territory on ex- 
clusive basis, commissions are attractive to sales- 
men who call on jobbers. In reply, give refer- 
ences. Address Box 666, Minneapolis, Minnesota. 


WANTED—ESTABLISHED REPRESENTA- 
TIVES CALLING ON hardware and paint job- 
bers, also furniture manufacturers, to represent a 
staple line on a commission basis. Must be able 
to devote some time in re-establishing old contacts. 

Good territories in various parts of the United 
States now open. Submit references and state 


lines now carried. Address Box B-563, care of 
Harpware AGE, 239 W. 39th St., New York City. 


retain | 








239 | 





SALES ACCOUNTS WANTED 


REAL LIVE SALES ORGANIZATION 
COVERING Pa., Ohio and West Virginia, call- 
ing on the hardware, furniture, variety and de- 
partment stores, desires lines to sell on a broker- 
Address Main Sales 


age or commission basis. 
Co., 237 McKee Place, Pittsburgh, Pa. 
ONE OR TWO ADDITIONAL GOOD lines 


wanted by reliable manufacturer’s agent with fol- 
lowing among department stores, hardware, drug, 
and electrical jobbers in Missouri (outside of St. 
Louis), Kansas, Nebraska, Iowa and Minnesota. 
Address Box B-558, care of HARDWARE Ace, 239 
W. 39th St., New York City. 








MANUFACTURER’S REPRESENTATIVE, 
covering Illinois very thoroughly except Chicago, 


selling only two short lines, can handle additional | 


quality line for retail hardware and kindred trade. 
Known to the trade for years. Hundreds of es- 
tablished accounts in cities and towns, large and 


small, over entire state. Address Box 235, Peoria, 
VL. 
CALIFORNIA - UTAH - NEVADA HARD- 


WARE MANUFACTURER selling to the whole- 
sale retail trade, in need of real sales representa- 
tion in the above states, on a commission basis, 
can secure the services of an experienced sales- 
man, now carrying one line of cutlery. The firm 
I represent will advise you as to my ability and 


integrity. Address Box B-566, care of HARDWARE 
AGE, 239 W. 39th St., New York City. 





DISTRIBUTOR WANTS-+TO REPRESENT 
OR to buy outright, reliable manufacturers’ prod- 
ucts of merit. Large established clientele of job- 
bers and retailers throughout Penna., Ohio, New 
York, West Virginia, Kentucky, Oklahoma, Texas, 
Louisiana, Arkansas, Kansas. Will give close 
sales attention and obtain results. Address Box 
B-556, care of Harpware Ace, 239 W. 39th St., 
New York City. 











SALES ACCOUNTS WANTED 


LONG-ESTABLISHED SELLING ORGAN. 
IZATION CALLING on hardware, plumbing, 
building supplies and house furnishings buyers, 
wishes to represent out-of-town manufacturer for 
ae olitan area within 100 mile radius of New 
York City, Commission basis. Can also take on 
Eastern or New England States. Warehousing 
facilities for local stock available with delivery 
service, Can furnish bond. Aaieres Katzman, 
742 Montgomery St., Brooklyn, N 


ADVERTISING-HOME STUDY 


ADVERTISING—HOME STUDY. THE AD. 
VERTISING MINDED hardware’ merchant 
makes the most money. Send name and address 
for booklet outlining new home study course. 
Hundreds of successful retail merchants have 
graduated from this old established school. Write 
today. Address Page-Davis School of Advertis- 
ing, 3601 Michigan Avenue, Dept. 2488 C, Chi- 
cago, TIl. 














POSITIONS WANTED 





AVAILABLE—CONTACT REPRESENTA- 
TIVE to carry out plans and policies for the 
Promotion of sales—-to develop new channels for 
distribution. Practical merchandising experience. 
Successful sales record. Wide and intimate ac- 
quaintance in hardware field. Traveled exten- 
sively over the entire United States. Desires con- 
nection only with manufacturer. Salary second- 
ary to proposition offering stability and future. 
Address Box B-546, care Harpware AcE, New 
York City. 








ACCOUNTANT—CREDIT MAN 


Constructive record, experienced whole- 
sale hardware, manufacturing and publish- 
ing, can take full charge accounting, credits, 
inventories, costs. Twelve years last posi- 
tion. Can report immediately. Salary 
reasonable. Address Box B-543, care of 
Harpwarp Age, New York City. 











HARDWARE LINE WANTED 
ON PACIFIC COAST 


Large Eastern manufacturer 
with National Sales Organi- 
zation selling all hardware 
jobbers can also sell another 
hardware line on Pacific 
Coast and in Texas. 


Address Box B-554 


Care of HARDWARE AGE 
239 West 39th Street, New York City 








Hardware Personnel 


FROM THE MANAGER TO THE 
DELIVERY BOY 


WHOLESALE RETAIL 


Our files contain applications of several 
hundred experienced and well-trained em- 
Ployees in the hardware industries. 


NO CHARGE TO EMPLOYERS 
FOR THIS SERVICE 


If we can be of any help to you, just phone 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 
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POSITIONS WANTED POSITIONS WANTED L POSITIONS WANTED 
S, | 
THIRTY-YEAR EXPERIENCED RETAIL SITUATION WANTED: HARDWARE SALES REPRESENTATIVE DESIRES TER. 
HARDWARE man open for a situation after | BUYER, WHOLESALE, with good jobber. Fif- | RITORY. Nineteen years covering Middle West: 
January lst with a good, live hardware store. | teen years’ purchasing experience. Capable, reli- ern jobbers, dealers and industrials, also two and 
Capable of handling a department. Reference. | able and competent. At present employed but one-half years Europe. Would consider any part 
Address Box B-560, care of Harpware AcE, | wish to change. Twenty years’ wholesale hard- of country—Middle West preferred. Those who 
239 W. 39th St., New York City. ware experience with two jobbers. Will go any- | desire foreign representation would consider as- 
es Lee ae where. Excellent record and references. Cor- | Signment in England. Address Box B-544, care 
r- tt ~~ | respondence invited. Address Box B-552, care of of Harpware Ace, New York City. 
ill SALESMAN ACQUAINTED WITH THE | H4®>w4Re Ace, New York City. ie Rene rape ee 
WHOLESALE and retail hardware stores in Re ee po: HARDWARE EXECUTIVES, AT TENTION 
Wisconsin desires position with reputable manu- | = a é z _ HARDW ARE BU YER, 40, married, 26 years 
facturing concern of hardware or sporting goods. | POSITION AS PACIFIC NORTHWEST | experience, including 8 years buyer, 9 years road, 
to Address Box B-555, care of HARDWARE AGE, SALESMAN wanted by experienced hardware | 3 years warehouse, 5 years office and 1 year re- 
239 W. 39th St.. New York City. | man who desires to sell retailers and wholesalers | tail, with present employer 11 years, desires change 
. in his territory for manufacturers of one or | about January Ist. Can handle any purchasing 
two good hardware, electrical, or houseware lines, | and show profit and turnover, as recommendations 
; a 7 i u : . on a commission basis. Five years’ experience | from present and past employers will prove. Pres- 
ty SALESMAN DESIRES TERRITORY. Five | calling on hardware and electrical dealers, jobbers | ent house is just closing another successful and 
years as buyer for wholesale hardware house; also | and department stores throughout Washington, | profitable year, and can do for any concern as 
nine years’ traveling experience with two leading | Oregon and Idaho. Also ten years’ jobbing ex- | much as has been accomplished here. Splendid 
arms and ammunition companies, contacting the | perience as~department manager and buyer in | references furnished from employers, associates 
jobber and dealer trade. New York and Penn- | both general hardware and electrical lines. Best | and salesmen. If in need of the services of a 
sylvania territory preferred. Married. Age 34-—- | of representation can be assured and good refer- | man of my qualifications, you will make no mis- 
ee good appearance and excellent health. Address | ences can be furnished. Address Box B-562, care | take in communicating with me at Box B-564, care 
YRGAN. Box B-559, care of Harpware AGE, 239 W. 39th | of Harpware AGE, 239 W. 39th St., New York | of Harpware AGE, 239 W. 39th St., New York 
umbing, St., New York City. City. ' City. 
buyers ~— a = = 2 areas moe aia ~ * 
irer for 
ake on M R G | 
fen OLDED RUBBER Goons | ommer 
delivery — | e 
se © we hecking Floor H 
* = | Checkin oor Hinges 
== — > 
i 
We stock a complete assortment of rubber Suitable for 
tips and bumpers, and are equipped to mann- ° 
IE AD. facture most anything for your special re- all s1zes and 
erchant quirements. Catalogue No. 50 on request. 
address ki d f 
course ELASTIC TIP COMPANY | inds 0 
Writ 370 Atlantic Ave. oston, Mass. 
dvertis. : doors, metal 
» Chi- 
| or wood 
ee 2 om ~~ Write for illustrated catalogue 
| Bommer Spring Hinge Co., Brooklyn, N.Y. 
ENTA- | 
t y 
sls for Winter 
en Hold-Heet air Conditioner 
ate ac i 
exten- Special 25% discount, Dealer Introductory Price 
P 
es con- The finest unit built regardless of price— 
second best looking—years ahead of other equip- 
future. ment in advanced engineering features and 
» New new (patented) noiseless Planoidal Blower. 
One Standardized Unit takes care of the 
2-room Bungalow or the 10-room house, of 
—— all — of furnaces. — 100-Speed Con- 
\ ee . trol gives outputs thru filter and furnace 
N - Bke-- se OE system of from 1,000 to 2.500 e.f.m. Sell 
- § t—f i i 7 fl 
> To completely satisfy your customers, ask your jobber for COLUMBIAN pes in pone eee aati 
ts, Tape-Marked. You can tell it by the Tape-Marker in all sizes and Shows Good ~~ 00 . 
si- 
~ the red, white and blue surface markers in ?4 inch diameter and larger. Profit a 1002 
H “ Sout? installe 
Columbian Rope Company, Auburn, “The Cordage City”, N.Y. en a RE nen’ 
Hold-Heet line of Air Conditioning Equip- 
cane ment. 
sa 
= WATERPROOFED - GUARANTEED |] [eee 
7 378 West Huron St. Chicago, U. S. A. 
i 
Good Window Displays««««««« «a e«e«eueaeae 
ral : . ‘ ‘ 
a Do you realize that no one factor will And many dealers who require their own 
draw people to your store like attractive copy of Hardware Age find it highly profit- 
Ss window displays of seasonable merchandise? able to subscribe to extra copies for their 
sales force. 
ne Hardware Age is continually reproducing The cost, $1.00 per year, is returned over 
such window displays—its representatives and over in better windows and increased 
ty are always on the lookout for new ideas. trade. 
HARDWARE AGE, 239 West 39th Street, New York City 
~~~ 
AGE 
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Smooth asa 


Ball Bearing 


The principles of the ball bearing are incorporated in 
Arme BALL BEARING CASTERS. This means a frictionless 
caster which rolls easily, quietly, smoothly in any direc- 
tion. 


Saves Floors, Rugs, Carpets and Effort 


Every customer that comes into your store uses casters 
on some piece of furniture. For this reason, every custo- 
Take advantage of this market. 
sell 


mer is a potential buyer. 
Sell the modern ball bearing, frictionless caster; 
Armes and add to your profits. 


A Demonstration Makes 
A Sale 


Roll an Arme on the counter, 
or the palm of your hand 
and usually, a sale quickly 
follows. Let ’em see Armes 
and let ’em see how easily 
they roll. 





Tue ScHatz MANUFACTURING Co. 
POUGHKEEPSIE, N. Y. 

















“MY NEIGHBORS 
TOOK PITY ON ME” 


“My husband is away frequently on long business 
trips so I drive the car much more than he does. 

Taking the children to school in the winter has 
always been a big task. It meant shoveling a lot of 
snow after every storm. Time after time my neigh- 
bors took pity on me and helped with the shoveling. 

One of them finally suggested that we switch to 
Stanley ‘Roll-Up’ Doors, which he said would operate 
easily regardless of snow or ice outside. 

We ordered one of these doors from the hardware 
dealer, and was I thankful? Last winter, in spite of 
record snow storms, I drove the car out and in without 
the slightest trouble with the doors.” 


Don’t overlook the ladies in your selling of Stanley 
“Roll-Up” Doors. They appreciate the advantages of 
this excellent equipment even more than the men. 
And remember, “Roll-Up” Doors are equally well 
suited for doors in service stations, fire houses, and 
commercial and industrial buildings. 


Write for full details on 
the complete line of 
Stanley Door Equipment. 
THE 
STANLEY WORKS 
New Britain, Conn. 
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Murphy’s Sons Co., Robert.... 
Myers & Bros. Co., F. E....... 


N 


Nationai Carbon Co., The...... 
Matedal Teed Co... 006000000. 
es re 
National Screen Co. 
New Haven Clock Co........... 
Peeweom Bile. Co. cc cccccccise 
New York Wire Cloth Co..... 
Nicholson File Co. 
Northwestern Barb Wire Co... 
Norton Door Closer Co......... 
Mortem-Pitte C6. ..ccccscccccss 


Osborn Mfg. Co. 


4 


Peck, Stow & Wilcox Co....... 
Penn Hotel, William .......... 
Perfection Stove Co. .......... 
Peters Cartridge Co........... 
Pittsburgh Plate Glass Co. 

A ee 
Pittsburgh Plate Glass Co. 

(Rennous-Kleinle Div.) ...... 
Pittsburgh Steel Co. .......... 
Plymouth Cordage Co. ........ 
Plymouth Rubber Co., The.... 
Premax Sales Division ........ 
Premier Chemical Co. 
Progressive Mfg. Co. 


R 


Radiant Products, Inc. ........ 
Radio Steel & Mfg. Co. ....... 
Raybestos-Manhattan, Inc. (Ray- 

bestos Div.) 
Remington Arms Co., Inc...... 
Republic Steel Co. (Upson Nut 

Div.) 
Reynolds Wire Co. ........-.. 
Robertson, Arthur R. 
Robertson Steel & Iron Co., 

eS A ee eo rr rae 
Rochester Mfg. Co., Inc....... 
Rochester Sash Balance Co., Inc. 
Ruby Chemical Co. 
gE Heb b.5 02h oe 00.0s 


nN 


Russell, Burdsall & Ward Bolt 


& Nut Co. 
Russell Electric Co............ 71 
Russia Cement Co...... 


S 


Samson Cordage Works ........ - 


| Sandvik Saw & Tool Corp..... 74 





Savage Arms Corp. .......... - 
Schalk Chemical Co. .......... 11 
a A ee eee et 72 
Shapleigh Hardware Co........ ~- 
Sheffield Bronze-Powder & Sten- 

GP GU ieee ans 6es ban wee ii — 
Shepard & Moore, Inc......... _— 
Sherman Mfg. Co., H. B....... _ 
Signal Electric Mfg. Co......... - 
Silver Lake Co. 


Simonds Saw & Steel Co....... —_ 
Simplex Heater Control Co..... — 


Smith, Inc., Landon P......... -- 
Smith. & Son, Seymour........ _ 
BN NI, oo issik nap eaeaie-us:e _— 
POE TONNVGR.. 5 60.5:5.00.08. 000 69 
Stanley Rule & Level Plant... — 
SHO WGEEE oc sccdcccceciews 72 
Staples & Co., Inc., H. F..... -- 
Star Brush Mfg. Co. ........ _— 
OE TEOGE TUNG GR ccsessccce = 
Stay-Tite Products Co......... _ 
Steel Builder Co., Inc......... - 
Stevens Acme Co., Fo.0.c6000 -- 
Stewart Iron Works, Inc....... 69 
Stewart-Warner Corp. ........ — 


Stover Mfg. & Engine Co..... — 
ed ae _ 


T 
Taylor Instrument Co. ........ — 
po a re -- 
Thibaut & Walker Co. ........ -- 
Three-in-One Oil Co. .......... -- 
Demet MNS: Ce. vccccsssveccss -- 
U 
U. S. Steel Corp., Subsidiaries — 
Union Fork and Hoe Co....... _ 
Union Hardware Co. .......... 13 
Ti. BU CS: oc occ cccss 69 
Vv 
Vem Cleef Brest. ...ccccccvcece -- 


Vaughan Novelty Mfg. Co., Inc. — 


WwW 
Walker-Turner Co., Inc......... _ 
Warren-Telechron Co. ........ _ 
Western Cartridge Co. ........ -— 
Westfield Mfg. Co. .......... — 
Westinghouse Elec. & Mfg. Co. — 
Wickwite Brot. ..006scccceses -- 
Wickwire Spencer Steel Co..... -- 
Witness Ge, TO osccsicccces _ 
Winchester Repeating Arms Co. 76 
Wonder Weeder Co. .......... _- 
Wood Shovel & Tool Co....... 5 
Wooster Brush Cc. .......... _ 
Worthington Co., Geo. ........ 61 


Wright Steel & Wire Co., G. F. 65 
Wrought Washer Mfg. Co..... — 
Y 


Yale & Towne Mfg. Co....... 3 
Ve ie” Bs i caekade sa -- 





iliched 
asa 





THE ADVERTISERS INDEX is p 


DECEMBER 20, 1934 


No allowance will be made for errors or failure to insert. 


i and not as a part of the advertising contract. Every care will be taken to index correctly. 
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Miational 
HARDWARE 


ECOGNIZED everywhere as a 
product of quality. A complete 

line to meet every building require- 
ment. Send for illustrated catalog and 
join the ranks of National dealers. 





National es Co. 
STERLING *: ILLINOIS 




















Genuine Sandvik 


—= 
Fish & Hook Brand 

















Together with the OBERG FILES combine the 
necessary features of durability and fast cutting. 


From Your Jobber or Write: 


SANDVIK SAW & TOOL CORPORATION 


109 Lafayette Street 740 North Washington Ave. 
New York, N. Y. Minneapolis, Minn. 

















Known everywhere by name 
and recognized as the stand- 
ard friction tape of the coun- 
try—Bull Dog Friction Tape. 
1, 2, 4 and 8 ounce rolls. 

In fall color cartons 

packed in full color dis- 
play containers. 


BULL DOG 


FRICTION 


TAPE 












FOR ie 
#\COASTER WAGON 


- RADIO STEEL & MFG. CO. 
‘GRAND AVENUE, CHICAGO 


MFGD. BY. 
6515 WEST 








Best Kono File 


NO other files in the world begin to 
| 
| 





approach Nicholson Files in popularity 
among professional and amateur tool 
users alike. Every tool user in your local- 
ity knows the Quality of Nicholson Files. 
Nicholson File 
U.S. As 


At your jobber’s. 
Company, Providence, R. I., 


Genuin’ 


NICHOLSON FILES 


A Fite FOR EVERY PURPOSE 














COMBINATION 
STOVE and HEATER 


KEROSENE LANTERN 


THUMB TACKS torinceution 


BUR KEROSENE OR GASOLENE S> 
CAMPINGO N91 


NUMERAL FLATHEAD ONE PIECE 





SOCKET TYPE 


DOMES of SILENCE 


oe REMCO PRODU 





CUSHION 
tl RUBBER -_" 4S 
ORIVE ON TYPE. METAL BED TYPE ; NO 9 » 





UCTS MONOPOINT ae 
GLIDES rss 


UPHOLSTERY 

















Robert E. Miller, Inc. 
Domes of Silence, Inc. 
Swedish Optimus Co., Inc. 





OPTIMUS NO4s 
ROSENE 


STOVE 





DOGO OOOO ONG 


REAL CARVED WOOD MOULDING 


Ask your Jobber and see that 


on each package. If he is not supplied—write us 





ADIUSTAME FROM 
19 TO 74 mcneS 


35 Pearl Street 
New York 
N. Y. 


our Trade-Mark appears 
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HARDWARE AGE 


























Fam ILIARITY 
NEVER BREEDS | 


CONTEMPT FOR * 


@ Buyers of headed and threaded products have ac- 
quired a wholesome respect for the name Upson, as 
continued use of bolts, nuts and rivets bearing this old 
name has proved their dependability year after year. 

Upson Products in your stock are a sound invest- 
ment. They represent the best steel that money can 


buy—the best workmanship that fine machinery and 


skilled men can put into forming that steel into bolts, — 


nuts and rivets—and an almost uncanny care in inspect- 
ing, packaging and shipping to avoid expensive errors. 


Your stock, as a supplier, should be as complete as 








the needs of your customers demand. Yet you can 
always figure that back of your own supply is the Upson 
stock with more than 5000 items ready at a moment’s 
notice to start the journey down the chutes that lead to 


the shipping platform and to you. 


uPSON NUT DIVISION 


REPUBLIC STEEL 


CORPORATION 


CLEVELAND, OHIO 


aR 
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WINCHESTER 


TRADE MARK 


NEW GUN SALABILITY 


EAR after year the march of improved 

Winchester World Standard Guns brings 
you new salability. Look back over the past 
twelve months and recall how new Winchesters 
have encouraged new interest in target shooting 
and hunting. New, restyled and improved mod- 
els that attract your customers’ attention with 
superlative eye appeal—and follow up in real 
Winchester fashion with supreme performance. 


New salability. In the finest new de luxe 
double-barrel Model 21 Skeet Gun with new- 
dimensioned pistol grip stock. Down to the sur- 
prisingly equipped, more-than-popular priced 
Model 68 single shot .22 rifle. Backed by con- 
vincing Winchester advertising, every one of 
the 1934 Winchester new gun items has built 
up more popular interest in shooting. 

‘Stock Winchester for more gun profits. 





1934 WINCHESTER INNOVATIONS 
MODEL 21 SKEET 


New-dimension double-barrel with special pistol grip stock. 
MODEL 12 SKEET 
New adaptation for skeet of Winchester's famous pump gun. 
MODEL 42 SKEET 
New Trap grade .410 bore gun for skeet, straight or pistol grip. 
“MODEL 52 TARGET RIFLE 
New special stock design for Winchester's famous target .22. 
MODEL 64 RIFLE 
New 20-inch barre e po action big game rifle. 
MODEL 54 RIFLE 
New Super grade famous bolt action big gam 
MODEL 52 ap rape RIFLE 
New adaptation of supreme bolt action rim fire target .22. 
MODEL “fl RIFLE 
New popular priced bolt action single shot .22 
MODEL 68 RIFLE 


New single shot .22 with improved sight equipment 


re rifle. 











Presentation and "Personal" Winchesters 
_ 


Fo or the past seventy years Winchester custom built shotguns 
1 es have stood high among the finest exampl es of the 
th's art. Today the facilities of our Custom Built depart- 
e been expanded and perfected to a new high point 
ent. We urge dealers to make use of these facili 
t. We shall be glad to discuss with you every 
of your custom gun customers, assuring you high- 
nce in design, styling, hand workmanship, orna- 
nd finish—at a very satisfactory price 














WINCHESTER REPEATING ARMS COMPANY, NEW HAVEN, CONN., U. S. A. 


HARDWARE AGE 








